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—the weatherproof battery that sheds water like a duck’s back! 


We announce 2 new sizes of Steel Case 
“Hot Shot” Battery! 


When we announced Columbia Steel Case “Hot Shot” Battery No. 1461, the trade 
was astonished. This has already begun to revolutionize the battery industry, as 
we expected. At that time we promised additional standard sizes of Columbia 
“Hot Shot” in the steel case— and here they are! The line-up now stands — 


Columbia Steel Case “Hot Shot” No. 1461—4 Cellpower—6 Volts 


(4 cells in a row) 


Columbia Steel Case “Hot Shot” No. 1562—5 Cellpower—7% Volts 


(5 cells in 2 rows) 


Columbia Steel Case “Hot Shot” No. 1662—6 Cellpower—9 Volts 


(6 cells in 2 rows) 


Super-durable; waterproof; unbreakable; cost The new SHS Assortment consists of the 


no more than fiber case batteries to trade and _ following: 
consumer. 6 No. 1461 Steel Case “Hot Shot” 


As recently announced, the D-2 and D-3 as- 2 No. 1562 Steel Case ‘Hot Shot” 
sortments were withdrawn on February 1 and 2 No. 1662 Steel Case Hot Shot” 
replaced with a new assortment made up ex- Tell your dealers what all this means to them 
clusively of Steel Case “Hot Shot” Batteries, in sales, satisfaction, and profits. And don’t for- 
known as our SHS Assortment. get what it means to you in orders and earnings. 


This is a 100% Jobber’s business; so we are partners in this game 


NATIONAL CARBON COMPANY, INC. 
Long Island City, N. Y. 
Atlanta Chicago Cleveland Kansas City San Francisco 


Columbia 
Dry Batteries 


— they last longer 
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With the Editor 


HE aarticle in this issue based 
"Ton an interview with Mr. Rost 

of the Newark Electrical Supply 
Co., is commended to the careful at- 
tention of every jobbers’ salesman. 
Mr. Rost is chairman of the commit- 
tee that drafted the Code of Ethics, 
adopted by the Electrical Supply Job- 
bers Association at its Cleveland con- 
vention and he, perhaps better than 
anyone else, can voice the sentiments 
that prompted its formulation. 


There is nothing remarkable about 
this Code. It is just a straightfor- 
ward declaration of principles gov- 
erning the jobbing business and based 
fundamentally on an appreciation of 
the jobber’s responsibility to the 
public—but its unanimous adoption 
by the E. S. J. A. is a step worthy of 
notice. 

Every salesman should take per- 
sonal pride in this action. It should 
tend to increase his respect for the 
business in which he is engaged. He 
should overlook no opportunity to 
circulate the Code and at least see to 
it that all his customers appreciate 
its import. 


* + * 


James H. Collins, the noted author 
of Saturday Evening Post fame, has 
contributed an article for the March 
number. Mr. Collins is thoroughly 
conversant with problems of the elec- 
trical industry and his article contains 
many helpful suggestions. 


* * * 


A salesman who interests himself 
in the credit standing of his cus- 
tomers, greatly increases his value to 
his house. Some interesting angles 
of this subject are discussed in an 
article entitled, “Is Credit Too 
Cheap?” by W. R. Herstein, of 
Memphis, which will be published in 
March. 
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The “Bull Dog”’ sells 
because it embodies 
Positive Quick Make 
and Positive Quick 
Break. 


Interlocks ase) end plates 
Type “‘A”’ construction 
Meny wel ginsed Reversible blades 


knock outs Nothing can come loose 
Ample wiring space and fall into the working 
All parts keyed together parts 


Underwriters’ Classification ‘“‘A”’ 





MUTUAL ELEC 





‘It must be Quick Make as well as 


Quick Break 


to be a 
Safety 
Switch 


Safety Switches with Quick-Make 
mechanism have never accidentally 
been thrown into contact. Not alone 
does the Quick-Make mechanism in- 
sure the full closing of the Switch, but 
it prevents the accidental and uninten- 
tional operation of the Switch. 


Therefore, Quick-Break only Switches 
are not recognized as Safety Switches. 
The “Bull Dog” Safety Switch is the 
standard of Safety in Switches. 


All the recognized Ten Essential Fea- 
tures are incorporated in “Bull Dog” 
Safety Switches. 


“Bull Dog” Safety Switches will meet 
every requirement of your Customer. 


Though your Customer may not name 
the distinctive “Bull Dog” features, 
when he asks for a real Safety Switch 
he wants the “Bull Dog.” 


Write for us to help you 
Satisfy your Safety Switch 
Customers. 


| 
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A Message to Jobbers’ Salesmen 





The Road to Success 


geography years ago? The les- 

sons about Australia, Brazil, the 
West Indies and various other distant 
countries seemed to 
be of little impor- 
tance then; you did 
not expect to travel. 

But as you grew 
older and came. into 
commercial life you 
learned that these 
countries are of im- 
portance to every- 
one. You learned 
that wool came from 
Australia, rubber 
and coffee from Bra- 
zil, and spices, cocoa 
and fruits from the 
West Indies, and that these commodi- 
ties were imported for your use. The 
commercial and economic life of the 
world is a cloth wherein each country 
forms a strand for the weaving of the 
fabric. 

A knowledge of geography has 
proven beneficial to all of us at many 
different times. 

* * * * t 

The possession of knowledge means 
education. The possession of educa- 
tion means preparation for accomplish- 
ment. Accomplishment means success. 

The greater the degree of accom- 


HR sogesats y when you studied 





plishment the greater the degree of 
your success. This explains the tend- 
ency on the part of salesmen to study 
the sources of supply for electrical 
goods more Care- 
fully. A knowledge 
of new and old prod- 
ucts and their manu- 
facture is absolutely 
necessary to the suc- 
cessful salesman. 

Advertisements in 
THE JOBBER’S 
SALESMAN are writ- 
ten especially to tell 
you about the buy- 
ing market, to give 
you information 
about the different 
products and _ their 
applications. ‘They are planks in the 
Bridge of Knowledge. If you read 
them from month to month and study 
them carefully you are bound to gain a 
greater knowledge of electrical goods. 

“But why should I read them when 
I buy nothing?’ is a logical question 
for you to ask. Exactly for the same 
reason you were taught geography. 
You cannot tell how soon you can prof- 
itably make use of the information 
given in these advertisements. 

Where commercial knowledge is 
found, progress is found. And where 
progress is found profit is found. 








OonnoooOoommoOooos. IOI OO coc" 
3°52e5 








CIGCICICICICICICICICICICIC 
CSOCICICIOCIOCOCICICICIOCICI CI CICICICICIC COCCI 


- > 
ICICI CICICIC ICICI 








~CjIcIc 











mT yeep eee pe eee ear 


CaCcaycacsacsacs 






Gaocaca 





Gavcaca 











—— 


THE JOBBER’S(AJSALESMAN 








' What put Liberty across / V 


KOM Mon 












The Original 
Liberty — Re- 
ai 


tail. 
West of Rockies 
$2.50 


am) 1-H: High Heat 

\ «$5.95 Retail. 

\ West of Rockies 
$6.25 


ORLA ‘ 


2-H: Super-3 Heat 
$9.85 Retail. 
West .of Rockies 
$10.35 


Wubi, 


UMM 





-" 


3-H: Twin 
$13.85 Retail. 
West of Rockies 
$14.75 


G& 


We 


“4 


Wd 








5-H: Super-Twin 
$16.65 Retail. 
- West of Rockies 
$17.65 
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(ys a year ago the first Liberty Hot 
Plate was sold. Today, Liberty is the 
leading line of hot plates, going stronger 
every month. No wonder the whole elec- 


trical trade asks ““Why?”’ 


First, of course, is Liberty merit; and the 
value of the fair consistent Liberty sales pol- 
icy cannot be overestimated. 

But the two big active forces that put Lib- 
erty across the success line are Liberty Ad- 
vertising and the splendid co-operation of 
the jobbing trade. 


We are highly appreciative of the many 
friendly boosts that jobbers salesmen have 
given Liberty Hot Plates. Personally, as 
one salesman to another, I want to thank our 
good friends, jobbers salesmen all over the 
U. S. A., and pledge continued fair play for 
the future. 


Sincerely yours, 
Lawrence Efferth, 
Sales Manager. 


THE LIBERTY GAUGE & INSTRUMENT CO. 
(Electrical Division) 
6545 Carnegie Ave., Cleveland, Ohio 


Pacific Coast Representatives, 711-713 Mission St., San Francisco, Cal. 


Liberty //ot Plates 
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An Interpretation of the Code 


O. Fred Rost, Chairman of E. S. J. A. Committee, Discusses Significance 


Code of Ethics Adopted by Association 


MONG others who 
A looked in upon the 

recent E. S. J. A. 
Convention at Cleveland 
was a manufacturer who is 
making ready to enter the 
electrical market via the 
jobber. He came to get 
acquainted and learn how 
to bait his hook. Your 
reporter in his pre-elec- 
trical days had. dealings 
with this manufacturer 
and knows him well; so 
the offer to introduce him 
around was made and 
promptly accepted. 

“You have been con- 
tacting with _ electrical 
supply jobbers a lot,’ he 
said, ‘‘and before intro- 
ducing me to anyone I’d 
appreciate your sugges- 
tions as to the best atti- 
tude for me to adopt in 
approaching these men. 


I'm green at this game, 


and wish merely to get 
the jobber’s point of view 
as an aid in formulating 


Reported by T. F. CHANTLER 


O. Fred Rost, Who Fostered Code of Ethics. 


an old and powerful man- 
ufacturing organization 
that not only did cut its 
eye teeth years ago, but 
has, to stick to the figure, 
worn out many full sets of 
store ones. On the other 
hand you are bound to do 
full justice to your many 
good friends in the elec- 
trical jobbing field. Now, 
how would you have 
answered? 

Precisely. That’s just 
what I did—I showed him 
my copy of the “Code of 
Ethics.” For the three 
hundred and _ thirty-eight 
words comprising the six 
brief paragraphs of that 
remarkable document told 
him just what he needed 
to know about the genus, 
electrical supply jobber. 
Not alone in what is ac- 
tually said but also in 
what is to be read between 
the lines. 

Read the Code again— 
now. If you are in the 


































our plans and policies: So give me some range marks selling end of the jobbing business you'll perhaps be re- 
to steer by.” paid for reading with especial care paragraphs “one,” 

Imagine yourself in that position, reader. How “two,” “five,” and “six.” Paragraphs “one” and two” 
would you have answered? Bear in mind that might well be memorized, for they supply as true a 
you are supposed to be advising the head of definition of the functions of the jobber as you'll be 
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likely to come across in many a day. Furthermore, the Code of Ethics closely resembles the Constitution. 


doesn’t it warm the cockles of your heart when you 
realize that you are an important unit in an association 


“The dictionary defines Ethics as, “The science of 
human duty; moral science. 


The basic principles of 


courageous enough to have publicly acknowledged its right action.’ That's what the Code is—a system of 


purpose to live up to so sound a system of basic prin- 


ciples of right action? 

Wishing to get the 
real “low-down” about 
the Code of Ethics, I 
went to the man who 
was chairman of the 
committee that drafted 
it, O. Fred Rost. It 
seems to me, I said to 
him, that every man-jack 
within jobbing circles, 
whether he realizes it or 
not, and a lot of folks 
outside the jobbing field 
too, are going to be 
affected from now ever 
more by the birth and 
adoption of the Code of 
Ethics. If it is honored 
in the breach but not in 
the observance the de- 
ductions that will be 
made will not be flatter- 
ing, to say the least; and 
if it is lived up to whole 
heartedly as we must 
expect it to be, the re- 
sults that ensue will be 
felt all along the line. 
Cannot you say some- 
thing calculated to help 
JopBer’s SALESMAN read- 
ers to arrive at the 
proper conclusion con- 
cerning this important 
document? 

“T can’t promise as to 
that,” he replied. “But 
I do personally attach a 
lot of importance to 
what the Code stands 
for; so if The Jobber’s 
Salesman desires my 
views it will be a plea- 
sure to comply. 

“First of all, allow 
me to point out wherein 
the Code and the Con- 
stitution of the United 


basic principles of right action. It expresses, not laws 


or rules, but the principles whereby to test the validity 








Code of Ethics 


ES prema that the complications arising in mod- 
ern business competition from differences of  tal- 
ent, character or custom can be to a considerable ex- 
tent overcome if those who are engaged in the same line 
of business will publicly acknowledge and then endeav- 
or to live up to a system of basic principles of right 
action, the Electrical Supply Jobbers Association, in 
national convention pet 14 has adopted this “Code 
of Ethics” as a guide to those who are now or may 
hereafter become engaged in the business of jobbers and 
distributors of electrical materials, 

Section 1. It is the function of a jobber to pro- 
vide the most efficient yet most economical means for 
offsetting the natural obstacles which oppose direct 
communication between the producer and the consumer 
of electrical materials. 

Secrion 2. Realizing that the function of a jobber 
is entirely that of service in one form or other, we rec- 
ognize also that the measure of our success will be de- 
termined by the degree to which the service rendered 
by us affects favorably the safety, convenience and con- 
tentment of those to whom, in the final analysis, it is 
addressed, namely—the public. 

Section 8. Second in importance only to our duty 
to the public we acknowledge our duty to the electrical 
industry, of which we must hold ourselves worthy repre- 
sentatives. 

Section 4. In accepting recognition as an important 
and inseparable branch of a great industry, we acknowl- 
edge the resulting responsibility that we must by care- 
ful study attain a sympathetic understanding of: (a) 
the functions performed by all other branches of the 
electrical industry, and (b) the problems with which 
such. other branches find themselves confronted—to the 
end that we may intelligently and effectively support 
any effort which has for its object to increase the ability 
of the entire industry to serve the public more efficiently 
and economically. 

Section 5, Bearing in mind that only through use of 
the highest quality of electrical matenals can the pub- 
lic be properly safeguarded, and consistent with our. de- 
sire to be representative of the highest type of business 
enterprise, we shall purchase and sell only materials 
which we believe are representative of the safest and 
most widely approved practices in the industry. 

Section 6. Knowing that permanent success in any 
line of human effort comes only to those who develop 
their talents, character and business in accordance with 
the laws of honor and fairness, we shall endeavor to 
be guided by those standards, always recognizing that 
a simple but infallible guide to right action is found in 
the practice of measuring all our own words and ac- 


tions by what we would wish others to say or do if 


positions were reversed. 








of such laws or rules as 
are now, or may later 
be made by jobbers to 
govern their business ac- 
tivities.” 

Are there many such) 
code of ethics? I asked. 
It would seem as though 
every industry should 
have something of that 
sort. 

“That’s what I 
thought, until I came to 
investigate the subject,” 
he replied. “I went to 
libraries and called for 
everything they could 
supply that bore upon 
the subject.. Most ex- 
amples proved to be 
codes of rules —a rule 
for each emergency that 
had been thought of; 
some of the codes were 
very, very long natur- 
ally. But regardless of 
their length, it was 
necessary only to 
imagine one emergency 
beyond those covered, in 
order to expose how the 
rules fell short.” 

Does the Code of 
Ethics then cover every 
conceivable emergency or 
activity wthin the job- 
bing field? 

“I believe so,” he 
said. “It covers, that 
is, in the same manner 
that the Constitution 
supplies proper  guid- 
ance for formulating 
laws. What action in 
the jobbing business is 
there that you can think 
of,” he asked, “that is 
not covered by _ the 


States are as one. For instange, in the administrative ‘Golden Rule’? It is a basic principle of right action. 


offices in every city, county or state in the Union are to 
be found compilations of laws as, enacted by the people 


of those respective communities: ~ Many points of de- applied. Try it.” 


parture are to be noted in the laws bearing upon the 
same subject or point, as expressed by these several 
communities. But in one respect at least, they must all 


accord in order for them to be sustained in Court—they of it.” 


must be in harmony with the basic principles of right 
action as laid down by the Constitution. In that respect, you'll discover just what I dis- (Turn to page 49) 


I did and failed, of course. 
“Very well,’ he continued. 
‘six’ of the Code of Ethics, and tell me what you make 


So just mention some reasonable situation within the 
jobbing business to which the ‘Golden Rule’ cannot be 


“Just study paragraph 


Reader, examine that paragraph for yourself, and 
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Things to Know About Fans 


Historical Facts About Ancient and Modern Electric Fans With Suggestions 
on Present Day Uses 


By DOUGLAS A. GRAHAM 
Dayton Fan & Motor Co. 


enemies. Compared with some of the contrivances 

that are rapidly becoming part of the equipment 
of the home and office, it is entitled to more general 
recognition than it receives. For instance, it costs only 
a fraction of the price of an automobile; it is much more 
reliable and it only has to be cleaned and oiled once a 
year. Yet, in spite of hard times, and other theoretical 
reasons for economy, there are only about half as many 
electric fans manufactured each year as there are of a 
certain popular type of four-wheel vibrator which is built 
in Detroit. 

We are all more or less fond of pedigree and a look 
backward into the ancestry of the electric fan discloses 
some interesting history. Probably there is no article 
of modern convenience which has taken as prominent a 
part in the ceremonies and useful life of the people of 
the world as the fore-runners of the present-day electric 
fan. 

Originally concived as a practical instrument for pro- 
viding comfort, the fan of ancient times took its place in 
the court ceremonies of the Egyptian Pharoahs as early 
as 1700 B. C. Who has not noticed the presence of the 


ee modern electric fan has many friends and no 





An Example of How a Window Display Can Stimulate Fan Sales. 


Nubian fan bearers in every modern representation of 
the scenes of pomp and grandeur associated with those 
days? The fans had long handles and were generally 
made of costly plumes; many of them were ornamented 
with gold and precious stones. Every prince had his at- 
tendant fan bearers and the fan was in reality as much a 
part of the ceremonies of state as the costumes of the 
courtiers and the decorations of the palace. 

From Egypt and Persia the use of the fan spread east- 
ward and made its appearance in India during the eighth 
century. For many hundreds of years the characteristic 
fan of the Indian people has been the punka. The punka 
was designed for comfort and has no ceremonial func- 
tion. It consists merely of a light frame, perhaps 15 
feet long and half as wide, covered with palm leaves, 
skin or some other light material. It is suspended from 
the ceiling by cords, and a string passes from it through 
the wall to an adjoining room. From there it is operated 
by a native who sits patiently pulling the string for hours 
and days at a time. The result is a gentle agitation of 
the air, and without its presence the white man would 
have a hard time surviving in the scorching heat of the 
tropical Indian climate. 
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The next form of fan construction seems to have been 
the folding fan which is credited to the Japanese. These 
fans were made of fine materials and ornamented with 
skillful craftsmanship, so that many of them were really 
works of art. This form of fan was inspired by the con- 
struction and action of the tail of the peacock, and many 
of them have been covered with peacock feathers. It is 
to the folding fan that we owe the common understand- 
ing of the expression “fan shaped” and this form of fan 
has persisted up to the present day. 


Seventeenth Century Types 


The folding fan seems to have struck a responsive cord 
among the people of Europe as it spread rapidly toward 
the West. In fact, Paris was said to be the center of the 
western fan trade during the seventeenth century and at 
that time even the greatest of painters and other artists 
vied with each other in producing fans of surpassing 
beauty. The materials used were rare woods, ivories and 
bird plumage. Some of them were ornamented with gold, 
silver and precious stones, and were costly treasures of 
great beauty. 

With the downfall of the power of the French Empire 
and the wane of the extravagant splendor of the 
European courts, an era was begun wherein more atten- 
tion was paid to the practical and useful aspects of all 
forms of ornaments and utilities. Fan design followed 
this general tendency and with few exceptions the com- 
mon forms of fans were the palm leaf of our modern 
time and other simpler types of construction. 

Fans were introduced into this country by its earliest 
settlers and little change in type can be noted until the 
early part of the nineteenth century. This period really 
marked the beginning of the rapid march of scientific de- 
velopment which has culminated in the mechanical mar- 
vels of our present day. As early as 1840 inventors had 
been at work on forms of mechanically driven fans and 
in 1854 the United States patent office records the first 
patent on an electrically driven fan. This fan was of 
cumbersome construction and rather similar in form to 
our present-day ceiling fan. It was to have been driven 
by a separate motor by means of gears. We do not know 
that it was even built and it was never placed on the 
market in a commercial sense. The development of the 
modern fan industry proceeded along similar lines and 
many unique contrivances were developed during the 
period from 1850 to 1890. Progress was delayed, how- 
ever, by the lack of any form of universally distributed 
power, as electric batteries were so imperfect and ex- 
pensive as to limit the possibilities of the development of 
the fan itself. 

First Power Fans 


The first form of power which became generally avail- 
able throughout the country was water power. The 
installation of public water systems spread rapidly dur- 
ing the period immediately following the Civil War. For 
this reason the first commercial form of fans, which bore 
any resemblance to the modern types, was the water 
motor-driven fan of both the desk and ceiling types. 
Fans of this form were built and successfully marketed 
as early as 1889 and they continued to have more or less 
popularity as late as 1910. 


So far as we know the first portable electric fan was 
successfully manufactured and marketed during the early 





90’s and from that day until this the popularity and ap- 
preciation of the electric fan has grown rapidly. In the 
southern part of this country a fan has for many years 


‘been considered a real necessity and it is difficult to find 


a home which does not have at least one electric fan in 
its equipment. In 1920 there were close to 1,000,000 
electric fans sold in this country, and, in addition, nearly 
100,000 were exported to all of the countries of the world. 
In this connection it is interesting to note that of this 
100,000 nearly 20,000 were for the use of the people of 
India. These fans may now be found working side by 
side with the ancient punka. 

Let us now look at the modern electric fan as we all 
know it and consider whether or not we fully appreciate 
its manifold uses and applications. Broadly speaking 
electric fans have three functions—cooling, heating and 
ventilating. The first is universally understood, but, in 
all too many cases, its other equally important functions 
are entirely overlooked. Also there is much ignorance 
as to the proper way to use an electric fan for maximum 
effect. 


The cooling effect of an electric fan depends upon two 
well-understood principles. The first one is evaporation. 
Have you ever stopped to consider how water is cooled 
in the tropics where no ice is available? The water is 
placed in a porous jar so that some of its passes through 
to the outside. The jar stands in a breeze, if possible, 
and the passing air evaporates the moisture on the out- 
side of the jar and so doing withdraws the heat from the 
jar and cools the water it contains. 


Have you ever thought of why the water in the desert 
water bottle remains palatable even under the scorching 
heat of the desert sun? You have no doubt noticed that 
gasoline and alcohol seem cold to the hands and that the 
warm breeze from the register chills you when you step 
from your bath. The principle in all these cases is the 
same. The passing breeze evaporates the moisture and 
by so doing cools the skin. 


Why Fans Cool 


The other principle of cooling by the electric fan is 
the actual displacement of hot air and its replacement by 
cool air. In some instances it is possible to produce this 
result, but, in the intense heat of summer, cool air is 
seldom available. In most cases, therefore, the cooling 
effect of the fan breeze is produced by evaporation. With 
these principles in mind it becomes clear that the greatest 
cooling effect from an electric fan is obtained by operat- 
ing it so as to blow a strong and uniform breeze of the 
coolest air that is available. 


It might be well at this point to call attention to the 
fact that the cooling effect of an electric fan is not alto- 
gether a question of summer comfort. It is unquestion- 
ably a real factor in the interest of health. It has been 
said by reputable physicians that, if it were possible to 
provide every baby with an electric fan and good milk 
during the summer, the infant mortality rate would be 
reduced an astonishing amount. If this is true for babies 
the fan in summer must also be beneficial for adults. 
There can be no doubt that working and living in a stifl- 
ing atmosphere, where the air is not kept fresh and in 
constant circulation, does very materially reduce the 
vitality and efficiency of the human organism. This has 
been demonstrated too many times (Turn to page 58) 
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Outlook for 1923 Encouraging 


Additional Comments from Prominent Jobbers and Manufacturers 
Indicate Good Business in Prospect 


jobbers and manufacturers regarding the business 

outlook for 1923 were presented. It will be remem- 
bered that almost without exception the prediction was 
made that continued improvements in business would take 
place during the new year and many held the belief that 
1923 would far surpass the records of 1922. 

Chief among the reasons advanced for brisk demands 
was the outlook in the building field, especially in the 
residential class. It is well known that there still exists 
a great shortage of homes and despite the advancing 
labor and material costs there seem to be no indications 


L THE January number the views of many prominent 


of 1922-1923 will perhaps establish a new record for 
buildings actually started. 

Another reason advanced for the optimism expressed 
in the forecasts is the resumption of programs of expan- 
sion and improvement on the part of central stations. It 
is well known that public utilities, particularly electric 
central stations, are finding it much easier to finance ex- 
tensions than in the past. Steam railroads are also 
beginning extensive rehabilitation programs, which implies 
heavy purchase of electrical products. 

We present herewith addition statements by jobbers 
and manufacturers, regarding the outlook, which were 








of a curtailment'in building programs. 


L. L. Shivers 
President, Carter Electric Co., Atlanta, Ga. 


In my opinion there will be no sensa- 
tional developments in business conditions 
during 1928, but a gradual improvement 
is expected. Without wanting to indulge 
in any unseemly optimism or unbalanced 
boosting, the statement can be safely 
made at this time that business is on the 
upgrade. The low level of depression that 
has straddled the chest of the commercial 
world for the past two years has lifted. 
The policy of merchants during the period 
when business was abnormally stimulated 
by the war, when customers were forcing 
money on clerks in order to take away 
some coveted piece of merchandise, has 
been put forever into the discard. Busi- 
ness men have gradually gone back to 





In fact the winter 


normalcy. After a struggle with them- 
selves, they have finally decided that it is 
better to take a small profit and make a 
quick turnover than to try for a big one 
and go broke. They have learned to a 
growing degree, that hard work and cease- 
less effort are the only things that will 
coax money out of pockets that are being 
deeply cut on all sides. Merchants have 
been surprised to find that there are 
plenty of buyers to respond to the right 
sort of effort and as this pleasing discov- 
ery has been made by increasing numbers 
during the last year, the whole business 
world is beginning to look up. People 
have found it more profitable to work 
than to groan. Business is on the up- 
grade and should have a continued healthy 
growth. 


received too late to appear in the January number. 


J. H. Burns 
Treasurer and General Manager, McCar- 
thy Bros. & Ford, Buffalo. 


Speaking for our own territory, I am 
looking forward to 1923 with a great deal 
of confidence and optimism. Business is 
good, prices are steady, with a tendency 
to increase, and I feel very confident that 
1928 will prove to be a successful business 
year. 

F. M. Bernardin 
President, B-R Electric Co., Kansas City, 
Mo. 

Business in this city and Southwest is 
beginning to show gains over a year ago, 
just at the time when trade returns gen- 
erally are displaying hesitation. Con- 
servatism marks all classes of trade in 
this territory. It appears that the trade 








Sales conference of Post-Glover Electric Co., Cine 





the right, in the front row. 





innati. Frank D. Van Winkle, president of the company is sitting second from 
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recovery here is late in starting, and we 
might assume it should also be late in 
terminating. 

In building lines the demand is active 
and new construction work is on the in- 
crease. Keen competitive conditions con- 
tinue to exist in all electrical lines, and I 
do not expect a great improvement for 
1928. Until there is sufficient volume of 
business to give the necessary spread be- 
tween gross profit and operating expenses, 
we cannot expect satisfactory business. 


H. F. Thomas 
President, Northwestern Electric Equip- 
ment Co., St. Paul. 

As we have had an unusual increase in 
business during the past few months, we 
are carrying over a considerable amount 
of unfilled orders, and because a good 
many projects started late last year can- 
not be completed until next summer, I be- 
lieve there will be a healthy increase in 
business during 1928. 


D. H. Murphy 
President, American Wiremold Co., Hart- 
ford, Conn. 

With the closing of the year 1922 I have 
the consolation of knowing that one more 
year of readjustment has been success- 
fully completed. Business is doubtless 
much better than it was a year ago, and 
while it may be another year before the 
readjustment is complete, a study of the 
situation. makes one feel confident of fair- 
ly good business during the coming year. 
Unusual activity in the building industry 
has had a wholesome effect upon our par- 
ticular line during the past year, and look 
for a continuance of this favorable influ- 
ence during 1928. 

Any lull in business during 1928 I be- 
lieve will be of a temporary nature, as we 
are headed in the direction of much better 
business within the next few years. 


J. C. Davidson 
Manager Electric Department, Hendrie & 

Bolthof' Mfg. & Supply Co., Denver. 

The fact that Denver still is three years 
behind in its building program, and in 
view of the unprecedented building activ- 
ities carried on during the 12 months just 
closing, is an assurance that the new year 
will be a most prosperous one for the job- 
bing group of the electrical industry. 

In view of the fact that Denver is com- 
ing to be recognized more and more as the 
jobbing center of the entire West, and on 
account of the expansion and development 
of the Rocky Mountain territory, there is 
an added assurance that the year just 
dawning will be a record breaker. 


L. A. S. Wood 
Manager Illuminating Section, Westing- 
house Elec. & Mfg. Co., 
South Bend, Ind. 

I am of the opinion that the prospects 
for 1923 are good, especially in the light- 
ing line which seem brighter than ever 
before. 

The propaganda for improved lighting 
in factories, offices, the homes and on. the 
streets and highways is bringing results, 
and the public is aroused to the necessity 
of improved lighting as a means of in- 
creasing production in the factory, im- 
proving conditions of health and of. mak- 
ing the streets of our cities safe, alike for 
the pedestrian and vehicle drivers. 

There was never so much activity in the 
lighting industry as is evidenced by the 
increasing volume of inquiries and orders. 


W. P. Zimmerman 
Assistant Secretary, Hemingray Glass 
Co., Muncie, Ind. 
I believe that the electrical industry 
will have a good year during 1928. The 
already announced building plans of al- 


most all of the large electrical interest< 
are in themselves reason enough upor 
which to base such an opinion, and a fur 
ther reason is that a feeling of confidenc: 
in the coming year is clearly manifest in 
all lines of the electrical industry. Suc!: 
a trend of feeling within an industry, 
when almost universally held, is a sure 
indication. 
L. J. Efferth 
Director of Sales, Liberty Gauge § In 
strument Co., Cleveland. 

To my estimation 1928 will offer splen- 
did opportunities to the same kind of 
manufacturers, jobbers and dealers whi 
made things go in 1921 and 1922. Those 
who appreciate the necessity of hard work 
and of giving the public just values and a 
full measure of service will prosper more 
than ever because labor conditions are 
brightening and the public will be increas- 
ingly in a buying mood. 


John J. Gibson 
Vice-President, Westinghouse Commercial 
Investment Co., New York City. 


The prospects are very good for all 
kinds of electrical merchandise during 
1923. The enormous building program 
which is well distributed among all classes 
of buildings will call for large quantities 
of electrical material used in wiring. 
During 1928 large additions will be made 
to the power houses of the central stations 
of this country, and this will provide a 
capacity on their part to serve which will 
result in the sale of large numbers of cur- 
rent consuming devices. There is little 
unemployment, consequently the public 
has a larger buying capacity. Only one 
thing would interfere with this and stifle 
sales, and that would be an improper in- 
crease in prices. Some increases may be 
forced if the manufacturers meet with 

(Turn to page 82) 





Does It Pay to Tell the Truth? 


By J. E.C. 














say, “I don’t know.” 


telling a falsehood. 
A lie is never justified. 
anything. 











T IS so easy to lie and sometimes it is so hard to tell the truth. 
I We all know how hard it is to say, “I don’t know,” but it is 
better than a lie every time. 
do not tell the truth you get tangled up sooner or latter, and a 
dealer has much more respect for you if you come right out and 


a 2 2% 

I had a specialty man with me on a trip over my territory and 
he was new on his line. He not only told deliberate falsehoods 
regarding his goods, but he would go out of his way to make mis- 
statements regarding size and number of orders taken, etc. In 
every case you could tell it was a lie, because his statements lacked 
sincerity, and his actions did not back him up. 

The goods’ he sold were high grade and it was unnecessary to 
misrepresent. After he made several statements that any one 
could tell were untrue, I asked him why. he told the lies. He said no 
one would ever check him up. It happened we were in a district that 
has a good dealers’ association, and I told him that they had 
frequent meetings and that one dealer might question another 
regarding the statements made. 
and I am sure he did better work after he made a practice of telling 
the truth and nothing but the truth. 

es & 

In case a customer asks you a question regarding some other 
dealer, or about some point you should keep still about, it is often 
easy to evade the point by asking him a question in return. By 
using tact you can often change the line of thought and keep from 


If you can’t tell the truth, don’t say 


In nearly every case where you 


Finally he admitted he was wrong, 
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The J. S. Puts Over a Post Deal 


for Osgar Pliers 


Spellbinds the Town Council and Succeeds in Selling Them an 
Ornamental Lighting System for Their Burg 


By HERBERT METZ 


EAR MR. EDITOR: Happy New Year and 
here’s hoping you keep looking ahead and not 


behind. Im a month or so overdoo with this 
cordjul greeting, but then Ive seen so much overdoo 
stuff lately I kinda got in the habit myself, and pretty 
soon sumbudy will be calling me Bill instead of Osgar. 
Laugh that off. 

About the only reason I wisht you a happy New Year 
was because its customary and not because I beleave it 
myself which I dont because I had my fingers crossed 
when I wrote the above and all I have got to say it that 
the bimbo who picked out January first for New Years 
was a egg and why he didn’t pick out about june ninth is 
a misstery to me. Xmas comes on dec. 25 (twenty five), 
and on jan. 1 (one) you get the bills from all the stores 


in town for the slippers the kids had gave you for Xmas . 


and the rocking chair and rug the sweet woman gave you 
and the furniture the sweet woman gave her family and 
for a lovaleer the kid gave his best gal and for a silk 
longing robe the daughter gave her steady and so on and 
on and on and you figure how much you can borrow on 
your live insurance to pay the bills and how and the 
h——ell can a fellow have a happy New Year? Saying 
happy New Year to a guy on jan. 1 (one) is like saying 
bun voyage to a bird as he sails for europe on a boat 
which is sinking. Well thats niether hear and there 
what I want to tell you is something else again which is 
how I come to land the white way contract for this berg. 
It was this a way. 

About two months ago the so called counsel of this here 
berg desides they is nothing to it but they must doll up 
main st. So they calls for bids on white way lighting 
and I calls for help and Phillem Upp the Hem and Haw 
salesman responds. Well we cooks up a deal and sub- 
mits a bid on one light standards as which Phil says is 


the real stuff in big berg lighting. Well it developes 
that the yegg across the street which shakes a mean 
screw driver and hangs out a shingel about being a elec- 
trical contractor and if hes a electrical contractor my 
mother in law is a primer donner and well he submits a 
bid on five light posts you know the kind Noar used when 
he came over in 1492 and in as much as his old man 
knew the Mare before prohibishun, weve got as much 
chance of getting our posts in as this hear Pussfoot 
Johnston has of being elected Mare of New York. 

Well I seen how the land laid so I wired for Phil and 
Phil came with his catalogs and smile and five cent 
cigars and I told Phil the story and Phil started to 
pump me. A wise guy is this bird Phil he aint been a 
jobbers salesman for 15 (fifteen) years for nothing and 
he soon had all the facts and he finely says who is the 
bird which has the last say in this order and I tells 
him Jim Boyd and he asks me for dope on Jim and I 
tells him that amongst other things he is president of 
the Boosters Club. 

Are you a member, he says. 

I will say I am, I says and show him the button. 

When do these hear Boosters meet, he says. 

We have lunch together every Friday, I says, at the 
Commercial club. 

Well today is Friday, says Phil, lets go. 

Well I took Phil over to lunch and that bird monop- 
olises the talking. Its customerary after the apple pie 
to interduce guests so I gets up and says, Gentlemen I 
have as my guest Phillem Upp of here and there and 
everywhere. Now its the custom for guests to stand up 
when they are interduced and then set down and Phil 
stands up alright and bows to the applause which ap- 
plause dont mean nothing for its a rule that every 
Booster must clap when a guest is interduced and a hod 
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carrier would seem to be as popular as a bar tender 
acording to the applause. Well the applause dies down 
but Phil dont set down but says. 

Mr. President and gentlemen, he says. Its~a real 
pleasure to be amongst you and to see your wonderful 
spirits, he says. As Mr. Pliers says I travel around a 
good deal and I have often wondered, he says, why this 
town seemed to have more pep than the other bergs 
around, he says, but after being amongst you gents for 30 
(thirty) minites I know the answer, he says. 

Well it was certainly unusual for a guest to talk but 
Phil lays it on so thick right from the start he has those 
bimbos eating right out of his hands and after he talked 
for 10 (ten) minites it would have been plain sooside 
to try and stop him. Well he told them what a wonder- 
ful troley system they had, and what wonderful streets 
and stores and parks and goverment and all I have 
got to say is if Phil asked for City Hall he could of 
had it. Well finely after Phil has them hipnotised Phil 
says 

Theres one thing you Boosters want to do, he says, 
and that is put a real lighting sistem on main st. (ap- 
plause) and when you do it, he says, put in a white way 
that will in a measure fit the beauty of your st (ap- 
plause). Dont do like Squashville (Hisses) and, he 
says, put in standards with so many lights, he says, they 
look like balloon pedlers, he says, on circus day (ap- 


plause). Dont follow Squashville, he says, lead em (wild 
applause) by putting in a white ways, he says, that wil! 
make Squashville main st look like Hogans Alley (wild 
applause). The last word in white way lights, he says, 
is a one Jamp standard that is efishent as well as orna 
mental and in my travels, he says, I find that the up to 
date, live wire towns are putting in one light standards, 
he says,’and only the Hick villages try to get all the 
lights they can for their money on the standards, he says. 
I dont want you to think I am buttin in, he says, but as 
one booster to another Iam giving you that sugestion, he 
says, for what it may be worth. 

With that Phil sets down and the applause is deefen- 
ing and Boosters come over and slap him on the back 
and the only bimbos which wasnt pleased was the presi- 
dent and my competitor. Well finely we got back to 
the shop and I takes Phil back in the ofice and closed 
the door and we had a nip of bootleggers delight and 
whilst we was talking things over the phone rings. 

Hello Pliers, says the phone, this is Boyd talking. 

Yes, I says motioning to Phil to hide the glasses, how 
are you? 

The counsel just had a meeting, says the Mare, and 
we desided to adopt one light standards, he says, for 
the Main st. job and your proposition is acepted, he says. 

Respectively, 
OSGAR PLIERS. 











The annual salesmen’s convention of The Mine & Smelter 
Supply Company was held in the Oxford Hotel, Denver, Colo., 
on January 3, 4, 5, 1928. A number of factory representatives 
addressed the convention, some of whom got into the accom- 


panying photograph. In the above group from Mine & Smelter 
Supply Co., are: 

E. K. Bacon, J. P. Bornadi, Ray Bowes, A. B. Carlon, C, H. 
Crowley, Malcolm Duncan, W. V. Featherly, H. A. Fluckey, 
Lewis Grove, V, A. Hale, Charles F. Holden, C. J. Madison, 
S. M. L. McSpadden, Clyde Osborn, H. G. Overbeck, B. J. 
Reynolds, E. R. Roberts, J. W. Ryall, I. B. Shapiro, M. T. 





Snodgrass, E. S. Tompkins, J. W. Tucker, C. G. Willard, 
Clarence Workm:n, Thomas Yonley. 

Among the factory representatives included in the photo- 
graph are: E, W. Hough, of the Dodge Sales & Engineering 
Co.; E. C. Magruder, of the Meadows Mfg. Co.; A. M. Morrell, 
of the Edward R. Ladew Co.; B. F. Raymond, of the Voorhees 
Rubber Co.; Alex Hibbard, and Harry LeClair, Merchandise 
Brokers. On the day when this picture was taken the West- 


inghouse Electric & Mfg. Co, was particularly well represented 
at the meeting by L. J. Bridger, L. V. Fickel, M. G. Graff, 
J. M. McCabe, G. B. McNair, Wm. Trudgian and H. S. Walker. 
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The “Gimme Gang” 





What and Why Is a Jobber? 


Sixth of a Series of Articles Dealing With Services Rendered 
by Electrical Distributors to Their Customers 


EXT to the Gimme Gang of Mental Contor- 
N tionists, the Me-Too Monologuist is the sorriest 
sketch on the selling circuit. 

The Gimme Gang is the more numerous, noisy and 
notorious. Their act consists mainly of a few stale (and 
too often smutty) stories. Their only props are dog- 
eared catalogs which are seldom up to date. They 
enter, park their catalogs, tell their stories, and then 
spring their knockout—‘Well, Bill, gonna gimme ‘n 
order?” The act was old before Noah put arc lights 
on the ark, but it still goes with the hicks. 

There is this to say about the Gimme’s: they don’t 
crab anybody else’s act. They may clutter up the 
premises and cause traffic jams around the P. A.’s door- 
way, but the best they get is a short ration of pick-ups. 

But the Me-Too Monologue—that is an act that surely 
should be ruled off. 

The most famous, and the only funny Me-Too Mono- 
loguist was a small-brained nigger fresh from Alabam’ 
who got a job tending a roast chestnut stand in Chicago 
during the big wind. This chocolate drop and his chest- 
nut brazier stood shivering next to an aggressive dago 
in the same line of business. 

“Getta da fine, hot roas’ chesnut!” called the Italian. 
“Ver’ fine, red hot—a beeg bag fer da nickel!” 

“Same here!’ said the Senegambian. 

“Ver’ fine chesnut from Italia—getta him hot—getta 
him quick. Fines’ chesnut—I sella him ver’ cheap!’ 
yelled the black-hander. 

‘Me too,” squeaked Sambo. 

Sambo was a typical Me-Too Monologuist. He hadn't 
a sales idea in his so-called brain, but he had an ape-like 
aptitude for imitation. He could not think of words to 
sell with even if he knew his goods (which he didn’t), but 
he could slide up to an expert and split trade with the 
man who created it. 

There are too many of this breed in the jobbing busi- 
ness, 

* *# & & * # 

One of the fundamental economic principles of the job- 
bing business is this: Because thé jobber handles many 
lines of supplies and equipment, and has fair-to-expert 
knowledge of all of them, he is able intelligently to solicit 
and handle the purchaser’s orders for miscellaneous items 
which otherwise would have to be sold separately by in- 
dividual salesmen. If there were no jobbers, the customer 
would buy his pipe, wire, line material, fittings and what- 
not, all from different salesmen. This would use up the 
customer’s time and each separate item would carry the 
selling expense of a factory representative. In other 
words, the jobber gets paid his differential, or compensa- 
tion, partly because he saves both buyer and manufacturer 
a lot of time, trouble and legal tender. This fundamental 


fact is known to all of us; it is one of the four corner- 
stones upon which the whole jobbing structure is erected. 

But here’s a correlative act that seems to get away from 
a lot of otherwise sensible folk: As soon as there appears 
a surplus of jobbers’ salesmen, all soliciting the same or- 
der from the same customer, the situation is just exactly 
as bad as though there were a lot of manufacturers’ sales- 
men after the various individual items on that order. A 
flock of jobbers’ salesmen take up as much of the custo- 
mer’s time as a bevy of manufacturers’ representatives ; 
they cost as much to travel, and they are paid about as 
much in wages. In brief, there is no saving or advantage 
to the customer, but rather there is extravagance and dis- 
advantage, in a set-up that simply substitutes for the 
manufacturers’ salesmen a practically equal number of 
jobbers’ salesmen. 

Just to get a good, clear bird’s-eye view of the situation 
we face, let us take some other business as an example— 
let’s take general retail merchandising. We all know that 
the theory of the department store is lower prices based 
upon the natural economies of having a group of depart- 
ments (or virtually a group of separate stores) under one 
roof and one management, with one overhead. In theory 
your wife or mine goes down to Marshall Field’s or to 
Wanamaker’s or to Filene’s or to Bullock’s, and supplies 
the home needs for a dozen widely different items—cloth- 
ing, silverware, furniture, haberdashery, notions, almost 
anything—and is able to buy these things cheaper and in 
satisfactory variety because the rent, credit, bookkeeping, 
delivery, superintendence, advertising, purchasing ex- 
pense, and every other item of overhead is minimized and 
prorated upon a tremendous turn-over. When department 
stores were first established, the small specialty merchant 
appeared to face ruin. The hour of his finish was simply 
a question of how soon the sheriff could get around to at- 
tend to the detail of closing him out. 

Only—the theory slipped a cog. If there had been 
some system of exclusive franchise whereby no more than 
one department store could be established in any com- 
munity, it is fairly certain that we'd now be buying our 
general merchandise as we buy gas and electricity—from 
a single source rendering such service as required by law 
at such prices as a Public Merchandising Commission 
should fix. But instead of this, there came department 
store competition, and this competition cut prices with one 
hand and boosted the amount of “service” with the other, 
and there was much grief, crookedness and confusion, and 
finally we emerge into a situation where department store 
overheads are as great per unit of sale as the overheads of 
individual specialty stores, and their prices are no lower 
(take ’em by and wide), and instead of being a controlling 
economic factor the department store is simply another 
unit in the business structure, 
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The electrical jobber is in very similar position. In 
theory he has great economic potentiality. In practice he 
may become simply another unit in the business structure 
—a convenient place to buy certain stuff, but not by any 
means the only place to buy, or necessarily the cheapest, 
nor the place where the treatment and contacts are most 
agreeable. 

What are you going to do about it? 

* * * * 

You jobbers’ salesmen may think that a problem like 
this is too big for you, that such problems are for the boss 
to solve (if he can), or should be left to time and chance. 
If that is your mental speed and caliber, your boss is out 
of luck. For the solution of this problem is peculiarly a 
job in Higher Salesmanship—it is a job of selling not 
only the items in your catalog, but of selling Your House, 
Your Service and your firm’s right to be in the jobbing 
business. It is a job of selling your trade the reasons 
why they should buy from you—and by indirection, the 
reasons they should not buy elsewhere. It is, in short, 
the job of selling the ground out from under the Gimme 
Gang and the Me-Too Monologuists. 

* * * * 

Most men have a soft spot for the under dog. 

The Gimme Gang and the Me-Too Monologuists are 
generally under dogs, and as such they appeal to the soft 
spot in your customer’s heads or hearts. “I'll slip this 
poor goof a little business,” says Mr. Customer. ‘‘He’s 
been coming around regularly for a long time, and I guess 
he needs it; anyway, he’s a good fella, and besides, we 
gotta keep competition alive in this territory. It wouldn’t 
do to let the Biggund-Prosperus Electric Company have 
everything their own way.” So he passes out a slice off 
of your business—business you have created. And in so 
doing he helps support a Gimme or a Me-T'o0o—which 
adds to his own expense of doing business and makes it 





harder for a creative, service-giving jobber to perform 
his proper economic function, 

Most men are mentally lazy. 

The reason why your customers slip orders to the Gim 
me Gang and the Me-Too Monologuist is because they 
have never thought—and you haven’t made them think— 
that each such order adds to their cost of doing business. 
When they waste time with salesmen whose best argu 
ments are, “Gimme an order,’ and “Me too,” they are 
piling charges onto their overhead just as surely as if they 
paid wages to workmen who don’t work. Such orders are 
charity, like a donation to the Down-and-Outers’ Flop. 
Such orders are contributions slipped to catalog-toting 
panhandlers. Because such orders are taken from you 
and given to some hobo with a calling card and a catalog, 
your volume is less, your selling cost per unit is greater, 
and the customer helps to maintain a small army of mi- 
gratory pick-up snatchers who are a tax upon the whole 
industry. 

Most men are square. 

The injustice men do, especially in business, is usually 
the result of thoughtlessness. When you find that a nice 
fat piece of business that you’ve worked up is being split 
among the Gimme Gang and the Me-Too’s, it isn’t because 
the customer is lost to all sense of fairness—it’s because 
he doesn’t realize that he owes the whole business to you. 
That’s your fault. You have sold him the idea, but you 
haven’t sold him your house, your service and your par- 
ticlar lines of equipment. You're like a real estater | 
know who induced all his friends to buy or build homes— 
but none of ’em bought or built on his ground. Shake 
that one in your rattle. 

* * * * 

The elimination of the Gimme’s and the Me-Too’s is a 
selling job. It isn’t a job for the boss to do at his desk, 
nor for nature to do by any slow sur- (Turn to page 54) 





Sales Conference of Electric 





Appliance Co., New Orleans, La. Col. Robert Churchill is Standing in the 


Center. 
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Market for Electrical Su pplies 


Jobbers in Different Sections of the Country Report on Demand and Price 
Tendencies in Their Respective Territories 


for conduit and wiring supplies which has charac- 


TL ir en seems to be no lessening in the brisk demand 


although some of the present purchases have been occa- 


terized the market for the past three months. And 


with active preparations being made for Spring building, 
further increases are expected. 


sioned by damage to lines caused by snow storms. 


Demand for radio supplies improved considerably over 


line, 
There is continued activity in lamp sales, and a con- 


A slight improvement is reported, particularly in the 


middle west, in purchases of central station distribution 
equipment, as well as in pole line hardware. This indi- 
cates early work on Spring improvements and extensions, 


last month, with indications of continued activity in this 


siderable improvement in the market for industrial, com- 
mercial and residential lighting units. 
steady in all these lines. 


Prices remain 














































































































































































































E to MARKET PRICES 
BS | Dec. 15toJan. 15 |} General Trend MRE Ss 
° EN 
COMMODITY 5 g In. De 
Se Good | Fair | Poor ||creas- |Steady| creas- 
a ing ing 
: Fair demand throughout the country, with 
ransformers, insulators, and other : y> 
“as distribution equipment....... 64 12 40 12 6 57 1 prices steady. 
Good business reported; prices still on the 
Poles and pole-line hardware... ....- 69 23 $1 15 24 44 1 increase. 
Demand fair; prices continue steady in prac- 
Switchboards and accessories 60 11 23 26 3 55 2 tically all sections. 
witchboards and accessories........ 
Good sales, and business improving; prices 
Motors and control apparatus....... 67 22 38 7 7 59 1 remain steady. 
: Very good market exists in all sections, with 
Safety switches..........--+++++0+5 80 45 30 5 9 70 1 no change in prices. 
Be Business in this line continues good; prices 
Wiring devices. ..........++++++++- 86 61 23 2 42 43 1 going up. 
Demand continues strong, especially for con- 
Conduit and fittings 86 63 22 1 48 36 2 duit in the Western States. 
Yonduit and fittings. ........-.+++- 
Good business reported from every section, 
R. C. wi d cable 85 65 19 1 76 9 0 with price increases from month to month. 
. C. wire and cable.........-+-++-- 
Sales continue to indicate very satisfactory 
V. P. wi 80 37 36 7 74 10 1 demand, and prices trend upward. 
V GE Sco iic a bo aig a6 50 wes oe Cees 
Market good; not much change noted since 
Lames kus ccuscosedescsevisesess 86 70 16 0 3 77 6 last month. 
ape Improvement in manufacturing field is re- 
. 5 8 69 4 flected in demand for equipment. 
Industrial reflectors.........-.-++-+- 81 20 46 1 
Purchases give encouraging outlook, with 
Commercial lighting units........-. 74 20 37 17 1 71 2 prices firm. 
Noteworthy increase in business, due to build- 
Residential lighting units.........-. 54 25 20 9 4 48 2 ing and sales promotion work. 
Market fair; no particular change recorded 
Street lighting equipment........... 57 7 21 29 4 53 0 since last month. 
Reports indicate active market, with prices 
Heating appliances..........-.+++ 86 39 35 12 1 77 g steady. 
Increasing demand, especially for washing 
Motor-driven appliances..........-- 72 17 36 19 7 60 5 machines and cleaners. 
Beginning to pick up as expected; brisk de- 
. 68 43 16 9 2 48 18 mand is anticipated. 
Radi@...cchp swoeewcsk beards acs ce 
Good business reported in all sections, indi- 
Flashlights and batteries 83 36 41 6 3 78 2 cations showing steady improvement. 
‘lashli and batteries........... 
Market still comparatively dull, with few ex- 
Telephone equipment.........-.--- 46 5 15 26 1 44 1 ceptions. 
Keen competition reported in many sections, 
with active demand. 
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Some Fellows Are 
Out of the Ordinary 





A Dangerous Man 


By DR. FRANK CRANE 


HERE is a young man in this town to 

whom something ought to be done. He 

seems to be going from bad to worse. We 
can see his finish. Some day he will become a 
Capitalist, one of those 
parasites that live on the 
labors of the poor. 

Worse, he has no sym- 
pathy with the downtrod- 
den masses. He is too 
occupied attending to his 
own business and to his 
own affairs. 

Instead of helping to 
reform the world he is 
very busy reforming him- 
self. 

He is doing his best to 
injure his fellow workers, 
because he is always on 
hand before he is ex- 
pected, does more than he 
is paid for doing, and 
works after hours to help 
his cruel employer make a 
success. 

He has no class con- 
sciousness. He does not 
feel the proletariat. The 
fool thinks not only that 
he is as good as anybody else but that anybody 
else is as good as he. 

He thinks all men are fair. 

He is all wrong, because he does not think 
he is oppressed. He actually thinks this is a 
pretty good world, and anybody can get along 
if he will play the game according to the rules. 

He is so benighted that he considers all this 
talk of Capital and Labor, with a big C and a 
big L is bunk. He says he is a Capitalist be- 
cause he has $400 in bonds. and he expects to 
be a Laborer as long as he lives. 

In fact, the more Capital he gets the more he 
expects to Work, because Work is fun. The 
idiot likes it. 





(Copyright, 1928, by Dr. Frank Crane) 


He is pounding away every day at improv- 
ing himself. He is not satisfied with having 


graduated from college, but is going on with 
his studies. 


He even talks about them when he 
goes to see his girl. 

She is interested in 
minding her own business 
and doing her best, and 
they will probably have a 
number of children and 
thus add to the growing 
ranks of the Dangerous 
Classes. 

He likes the accursed 
Wage System, and says 
all that is the matter with 
it is that he wants more 
wages. 

He is considered by 
some to be a poor fish, 
as he will not play poker 
for money, or bet on the 
races, or join the boys in 
the back room over a bot- 
tle. The reason he gives 
for this is irritating. He 
says he doesn’t like it! 

He is probably going 
to grow up to be a 
Church Member, to own 
a lot of property, to be an Employer of Labor, 
and thus a menace to progress. 

Instead of procrastinating on the job and do- 
ing just enough work to hold on, he believes in 
shouldering as-many new duties and responsi- 
bilities as he can handle. 

Instead of shirking he is assuming. 

Instead of quitting he is starting. 

Instead of Agitating he is Producing. 

Instead of remaking the world he is trying 
to make good. 

He is actually cheerful and good-natured. 

Why not take him out and hang him now and 
be done with it? 

They manage these things better in Russia. 
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Pictorial Review of Electrical Developments 


Above is an unusual night view of New York City taken under 
normal conditions. It indicates a market for lighting equip- 
ment and lamp renewals of tremendous proportions.—Photo copy- 
righted by N. Y. Edison Co.—U. & U. 


At the left is a recent picture of Thomas Edison, who on Feb. 11 
will celebrate his 75th birthday. According to his usual custom 
he will be on the job bright and early but will leave his desk 
at noon to receive greetings from his old associates and em- 


ployes.—Intl. 


Below Miss Anne 
Raymond, “Health 
Fairy,” is seen recit- 
ing over the radio- 
phone from the G. E. 
station at Schenectady. 


The pocket-book radio is a new 
one shown at the recent New 


York radio show.—K. & H. 
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Glance at the largest 
incandescent electric 
bulb in the world which 
Chas. L. Edgar, presi- 
dent of the Boston Edi- 
son Co., and Elihu 
Thomson, noted inventor 
and engineer, are exam- 
ining. We recognize sev- 
eral other friends in the 
photo, notably Gen. 
George H. Harries in 
the lower left hand 
corner and standing in 
the back row (reading 
from left to right) are 
Guy Norton of the Du- 
plex Lighting Works, 
and Mr. Shenton of Na- 
tional Lamp Works. — 
Keystone View. 


At the left is shown a 
new electrically operated 


voting machine that is 
being demonstrated for 
Congressmen. Switches 


are placed at every seat 
to enable a congressman 
to vote yes or no by 
simply pressing a button 
which lights lamps on an 
indicator board.—TIntl. 


Shown at the right is the 
smallest running engine 
in the world. It oper- 
ates a six-volt generator 
at a cost of five cents 
per week. It measures 
three inches high.—Jntl. 


Radio music while speed- 
ing 60 miles per hour is 
a luxury afforded pas- 
sengers on the D. L. & 
W. “Special” —a_ fast 
train running between 
Buffalo and New York 
City. On the right is 
shown the battery equip- 
ment, housed in a special 
compartment of the bag- 
gage car, which is neces- 
sary to operate the radio. 


K. & H. photo. 
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“Lamp the Home Contest” Prize Winners 


The National Lamp Works completed on Nov. 30, a 
two months’ contest in which nearly 1,000 agents 
were entered and over 200 agents submitted reports 
and photographs of their activities during October 
and November. The contest was termed “Lamp the 
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Home Contest,” and was based on four things: win- 
dow display, interior arrangement, solicitations and 
outside business. Below are shown a few of the 
prize-winning window displays. ‘Two winners of first 
prize are at the top. 
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Frank A. Ketcham 


General Manager, Supply Department, Western Electric Co., New York. 
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MEN YOU SHOULD KNOW 


General Manager of the Suppl 
Frank A. Ketcham, Department, Western Electric a 


for 23 years, it is within the pale of possibility that 

he may arrive at a position equal in importance to 

that of Frank A. Ketcham. At any rate, it is safe to say 

that if he really likes his work, conscientious effort then 

put into it will bring its reward. That is what Mr. 
Ketcham thoroughly believes. 
If you will look across to 


L- A MAN likes his job well enough, and sticks to it 


But neither graduation nor thesis ever came about. 
The commercial urge came upon him and he started to 
work for an uncle in the bicycle business. This uncle 
could never look upon him in any other light than as sis- 
ter’s “child.”” So with an early-developed commercial good 
sense, young Ketcham decided to get out of this particu- 
lar environment and so went with his family to Kansas 

City where he fully expected 





the next page you will see 
there a man well under fifty— 


to become a cattle king whose 
vast herds would roam the 


a young man’s man. You do Like Your Job prairies within a few years. 


not see the face of an auto- 


But they never did any roam- 


crat, because the autocrat gen- ECAUSE he believes the ing. They only froze to death 


erally loves only himself. 
This face which you see indi- 
cates a man with a heart for 


electrical industry will grow 
far more rapidly in the future 


the first winter. 
In 1900 he was back in Chi- 
cago where a friend put him 


the other fellow. than in the past, Mr. Ketcham in the advertising department 

What then is the position of says that any man who will cul- of the Western Electric Co. 
this man who has liked his job tivate the qualities of energy, en- and here we find the erstwhile 
—progressively—for 23 years? thusiasm, friendliness and cour- cattle king, with scissors and 
General Manager of the Sup- tesy and couple them with a thor- paste pot, pasting up the 1900 
ply Department of the West- ough knowledge of his line can go Western Electric catalogue. 
ern Electric Co. is a title of very far as an electrical salesman His immediate boss was 


significance. He is the head of provided he “likes his job.” At 
any rate, it is safe to say that if 
he really likes his work, conscien- 


merchandise, sales and credit 
of the electrical supply job- 
bing business of the Western : 
Electric Co, This business in tious effort then 
1922 amounted to $50,000,000. bring its reward. 
He is constantly at the switch- 





“Tommy” Grier, known and 
loved by all electrical men. At 
last the trail was good and he 
was into something he liked. 
He never swerved from that 
trail. 

Shortly after this, Mr. 
Ketcham took full charge of 


put into it will 








board of a vast merchandise 
transmission system covering 
the United States. Through this system flows each year 
an almost inconceivable quantity of electrical supplies 
and equipment. Twenty main houses and 30 branch 
houses constitute the high tension sub-stations in this. sys- 
tem. From out these distribution centers travel 300 high 
pressure salesmen with a force of sales specialists, edi- 
tors and price clerks of about the same number working 
inside. 

If Mr. Ketcham had any pronounced thrills on the 
road to his present position he has failed to tell about 
them. He wasn’t even thrown out of his home at the age 
of 9 by an evil stepmother, nor did he run away to sea, 
as is so often related of men of large affairs. As far as 
can be gathered between the lines of a rather self-effacing 
statement of facts, he has “arrived” through a more less 
“Merton of the Movies” earnestness of purpose which 
cannot be downed. 

When he was born, in 1875, his father was in the lum- 
her business in Saginaw, Mich. His was the regular boy- 
hood—school and play—finished off with three years at 
the University of Michigan. 

While in the university he spent his summers on the 
lake steamers working up material on mechanical engi- 
cering for his graduating thesis—from greaser to third 
engineer was his progress in maritime affairs. 


the advertising department 
and in the course of time was transferred to the stock de- 
partment where his knowledge gained in the catalogue 
work was of great value. In about a year he was in 
charge of all stock and service, and later, in 1906, after 
several promotions became chief clerk of the Chicago office, 
which at that time was one of the two manufacturing 
plants as well as a distributing office. This position, even 
then, was quite an important one. 

The next step, a year later, was to the position of 
manager of the Chicago office. 

Eleven years after his start, Mr. Ketcham became 
manager of the Chicago office and Central District man- 
ager. 

In December, 1918, he was made general sales man- 
ager of the company, with offices in New York at general 
headquarters, #95 Broadway. 

Finally in January, 1928, he was made virtual head of 
the supply department, reporting to the president and 
with the title general manager of the supply department. 

As they say—‘that’s that.” But after all, what does 
a man in Mr. Ketcham’s position do? That is no easy 
question to answer. Probably the man who could give 
an accurate and detailed answer might make the Ketcham 
chair in less than 23 years. 

But we do know this—there are (Turn to page 83) 
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Class vs. Mass 


Jack Gives Facts That Turnover Is Just as Important as Margins 
By LAWRENCE EFFERTH 


Sales Manager, Liberty Guage & Instrument Co., Cleveland 


three salesmen were seated at supper in Dad’s 


“"H AD a great argument today,” said Sid, as the 


Hotel. 


“Great arguments always determine one thing con- 


clusively,” remarked Jack, sagely, 
with a wink at the waitress who was 
coming to take their orders. 

“What’s that?” asked Jim. 

“That neither fellow fully under- 
stands what he is talking about, or 
he wouldn’t put up such an argu- 
ment,” replied Jack. ‘However, 
what was it all about?” 

“A dealer down in Darnton and 
I were having it hot and heavy on 
whether gross margin or turnover 
was the more important in making a 
success of his business.” 

“That’s first cousin to the old 
subject of ‘which is the more de- 
structive, fire or water?’ It never 
was and never will be settled,” said 
Jim. 

“I think it can be, just the same,” 
ventured Jack. 

“You're a hopeful cuss,” said Jim. 

“Let’s take a hint from Mr. 


Socrates. 


pipe while a little guy who sells $22.50 suits drives by in 


his Cadillac, smoking 25-cent cigars. 


So the answer is 


good merchandise and—” 
“Popular priced merchandise,” put in Jim. 





“The Lineman Looks Down on Bankers.” 


He was a 


pretty wise old owl in his day, and they weren’t so slow 
as you might think. It was his idea that you can’t pound 
knowledge in a fellow’s head by telling him a lot of facts, 
but if you can draw him out by asking questions per- 
haps you can get a few things to stick. That’s the way 
with you, so I'll ask you a few questions. 





“Take a Hint from Mr. Socrates.” 


“Is that so? 


“What is the 
thing that electri- 
cal dealers need 
most?” asked 
Jack. 

“Profits,” re- 
plied Sid. 

“What do prof- 
its come from?” 

“Business.” 

“What makes 
business ?”’ 

“Sales, and lots 
of them.” 

“What makes 
sales?” 

“High-class 


merchandise.” 


I know a tailor at home who makes the 


swellest clothes anywhere round. But only a few people 
know it and still fewer can buy his suits at $100 or more 
a throw. He walks to work in the morning smoking a 


“There’s too much looking back,” replied Jack. 


“All right,” said Jack. “Popular 
priced means low priced and you 
can’t get low prices with wide mar- 
gins. As I see it,” Jack continued, 
“the success of the electrical store 
depends on its ability to become 
popular. Right now it is not as 
popular as it ought to be and can 
be, and it looks like killing the goose 
that laid the golden egg to confine 
its merchandise to high priced arti- 
cles with long profit margins at- 
tached. Of course, I’ll admit there 
are some classes of electrical goods 
that have to carry quite a margin to 
cover the necessary sales work, but 
those are becoming the exceptions.” 

“Yes,” said Sid, “But look back 
and show me how the electrical 
dealer could have got along if he 
hadn’t had long profit merchandise.” 
hadn’t had a nice long profit mer- 
chandise.” 

“We 


ought to do more looking forward. ' Conditions are chang- 


ing fast. 


Time was when only bankers, lawyers, job- 


bers’ salesmen and other magnates could revel in the 
luxury of an electrically wired home. But with a million 
homes being wired every year, electricity is becoming 
more and more a mass proposition and the successful 


electrical de aler 
of the future is 
the guy who sees 
this point and acts 
on. it.” 

“What do you 
mean — mass?” 
asked Jim. 

“It’s hard to 
draw the line be- 
tween mass and 
class in this grand 
old 07. Bee 
where linemen are 
always looking 
down on bankers 
and lawyers, and 





“The Little Guy Drives a Cadillac.” 


where plumbers make more money than college professors. 
Dollars count, and here is the way they are distributed,” 
and Jack pulled a little black memorandum book from his 


vest pocket. 


-“Only 1 per cent of the people (Turn to page 81) 
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from the dealer’s standpoint. 


In practically every locality, industrial lighting is 
a promising field for the electrical dealer. 


Neglect of this business is very surprising to one 
familiar with such dealer helps as the ‘“‘Handy Wir- 
ing Tables and Illumination Data’’ supplied by 
Westinghouse. With the aid of this booklet, a 
dealer can quickly and accurately specify the kind 
and amount of equipment each prospect will 
need. Westinghouse Lighting Specialists and the 
Westinghouse Illuminating Bureaus will provide 
additional or special information. 





Westinghouse-Cutter Holder-Socket Reflectors are 
“easy to wire’’—the installation of each fixture 
taking but three minutes. This time-saving fea- 
ture is a big selling point because it means a 
large saving in installation costs. 


The necessity of good lighting is more apparent at 
this time of the year, the season of short, dark 


days. 


There are prospects right in your territory. They 
mean repeat business. See them. 


We would like to show you how easy it is to get 

the profits from the industrial lighting field and 

how easy it is to keep them coming your way. 
Write our nearest district office or direct. 










Westinghouse Electric & Manufacturing Company 
George Cutter Works, South Bend, Indiana 
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Westinghouse-Cutter Hold- 
er-Socket Reflector of 
Standard Angle Type as in- 
stalled in this newspaper 
press-room. 


Westinghouse 
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OW I LANDED 











told by 


Creating Competition 

HREE years ago I landed my 

season's best by using my “bean,” 
as the saying runs. The district was 
a busy intersection in Bridgeport. A 
pair of rival electrical men faced 
each other—not straight across the 
avenue, but diagonally. Neither of 
these two fellows ran an up-to-date 


store. In fact, they were not live 
ones. 
This got my “goat,” for there 


wasn’t another electrical man within 
a mile; besides, the little electric stuff 
they had was old and shelf-worn. 

On one of the busiest corners in 
this section was a wide-awake drug- 
gist who would and could sell any- 
thing he put in stock. He kept eight 
or nine clerks busy all day, and well 
into the night. 

One day while pondering over my 
poor luck with these slow electrical 
men, I dropped into the drug store 
for a sundae, and also to plan some 
kind of attack. While in the store I 
got into a deep conversation with a 
most engaging clerk, who, incident- 
ally, was the head window trimmer. 





“I Created Competition” 


Well, to curtail what might prove 
too long a tale, I got it into this 
clerk’s head that a big window dis- 
play of electric utensils would not only 
fetch the druggist a good profit from 
the articles sold, but would also stim- 
ulate business in his other lines. He 
proved to be keen for it, because, as 
I afterwards learned, there was much 
competition among the clerks in the 


store. In fact, there was consider- 


Little stories of 
unusual sales ~as 


salesmen. 


able rivalry present to see who would 
be the most esteemed in the eyes of 
the boss, 

At any rate, this clerk was more 
than anxious, so I made arrangements 
to meet him that evening outside and 
talk over details. Subsequently the 
boss was reconnoitered, and after con- 
siderable assaults, capitulated. 

The windows of that store were 
trimmed, as a result of this maneuver, 
as they were never trimmed before, I 
fancy. ‘The thing was introduced as 
an electric week. In the evenings 
huge ares played all over the win- 
dows. 

The druggist, true to his good busi- 
ness acumen, realized well on the 
venture, and of course, so did I. 
While his windows were attracting 
crowds, I went over to my two elec- 
trical friends and lost no time in get- 
ting them to realize how they were 
being left behind. 

“This man,’ I said, meaning the 
druggist, “will eventually close you 
up.” I used that remark on both of 
them, for I well knew each was piqued 
at the increasing popularity of the 
druggist. 

“Why don’t you sail into the con- 
test and put out some of that ancient 
stock you have. Dress your windows 
up with it and let it go for less than 
he, the druggist, is doing. You'll 
sell it sure now, for there is a sort 
of frenzy here in the neighborhood 
for electric articles. People are buy- 
ing things they never thought of buy- 
ing before.” 

This woke the pair of them up, and 
they did fix their windows up, and 
what is better, they cleaned up. I 
afterwards ascertained that they made 
money on goods that they believed 
they would get rid of at a loss. 

Then I succeeded in restocking 
them with up-to-date goods, and oc- 
casionally I get an order from the 
druggist. Competition, it has been 
said, is the soul of business. A sales- 
man sometimes is called upon to be a 
magician and create the soul of busi- 
ness. G. L. Jerrries. 








Refused to Accept Defeat 


OME time ago I was sent out to 

secure, if possible, an order from 
a large company which had written 
in for a quotation on an extensive 
switchboard equipment. 


Arriving on the job I found that 
I had to deal with the chief engineer 
who, the stenographer informed me. 
would have the final word as to plac- 
ing the order. Each competitor was 
to go over the requirements and have 
his engineering department write up 
specifications with recommendations 
and prices. There were three of us 
on the job, representing three of the 
largest electrical houses in that vi- 
cinity- 

The engineer of the purchasing 
company was of the “hard-boiled” 
type, who made your call “short and 
snappy.” I knew my line well. and 
felt that I had the best proposition 
if I could get ‘‘old hard boiled” to 
see it im the proper light. 

After the first two calls he would 
always instruct his secretary to tell 
me to write him a letter regarding 
any details, as he was too busy to go 
into the matter in person. I felt 











sure that our price was high, and that 


to sell him I must convince him as 


to quality and service. I knew also 
that he would not get the right point 
of view unless I could present the 
case to him in person, yet I could 
not get him to listen to me. I made 
daily calls for two weeks without suc 
cess in seeing him. Meantime, how 
ever, I was becoming well acquainted 
with his secretary. 

One morning I received a tele- 
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This label on 






Jove No. 600 X-Ray Reflectors 
is one of 
the Popular 
types of 
X-Ray Reflectors 1s your guarantee 


of quality 





oe 
x We : 


Rs 
xX Reflectors 


THE STANDARD FOR SHOW WINDOW LIGHTING 
For twenty-five years X-Ray Reflectors have been 
superior for Show Window Lighting. There is now 


an X-Ray Reflector for every type of show window, 
and for any lighting, effect. For Holiday display use— 





COLOR LIGHTING SPOTLIGHTING FOOTLIGHTING 
To emphasize the spirit of | An intense spot of white or Wax Forms, especially, look 
the display and strengthen its colored light is sure to focus more natural when shadows 


sellin3, appeal use color light- _— special attention tothe leading _—_are eliminated by usin? X-Ray 
ing, with the X-Ray Color Ray. _articleof your Holidaydisplay. Show Window Footliphts. 


NOW’S THE TIME FOR HOLIDAY WINDOW LIGHTING. 
LET US HELP YOU PLAN IT. 


NATIONAL X-RAY REFLFCTOR COMPANY 


NEW YORK CHICAGO LOS ANGELES 
31 W. Forty-Sixth Street 231 West Jackson Boulevard Pacific Finance Building 


ENGINEERS IN ALL PRINCIPAL CITIES 





























An X-Ray Reflector for Every Ligh tin 1S Need! 
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phone call from the secretary, who 
informed me that the job was to be 
let the next day and that things did 
not look favorable for me. He sug- 
gested that if I had any trump cards 
up my sleeve I had better play them 
at once. I went over to his office 
and without announcing myself, 
walked into the private office of my 
prospect. I found “old hard boiled” 
at his desk, and as I entered he 
looked up in surprise and greeted me 
with “What in h are you doing 
in here?” I said “I am going to 
take just five minutes to tell you my 
story and you are going to give me 
that order.” He ordered me out, but 
I courteously told him to wait just 
a moment, and then I would go. I 
had my story all ready and cut loose 
with the high points at once. I hit 
it right, for I got his interest and 
instead of five minutes I got over an 
hour of his time—and the coveted 
order. 

Several months later, in another 
city, I ran across one of his plant 
managers, and we had lunch together. 
In the course of the meal he said to 
me “Do you want to know just how 
you landed that big order? Well, 
the Big Chief told me that you were 
the only salesman he had never been 
able to scare, and that a salesman 
who had the nerve, enthusiasm, and 
determination that you displayed was 
sure to have equipment of merit, and 
was entitled to the order for your 
efforts.” 





Lawrence H. Batpwin. 


* * 


An Effective Selling Stunt 


CCASIONALLY, a salesman on 
his rounds, comes across a dealer 
who has given birth to an advertising 
idea both unique and practical. At 
any rate, I stumbled upon such an in- 
dividual—the last man I would expect 


to find in back of a genuine red- 
blooded stunt. 

He had a fair-sized store in a sec- 
tion of Hartford, Conn., known as 
Little Broadway, due to the night-life, 
the multiplicity of the stores, and the 
brilliancy of the lighted windows and 
signs. Once a month I dropped in on 
him to get my usual order. During a 
course of two years there never was a 
variation of more than a few dollars 





either way in the amount of orders. 
Hence, imagine my surprise when one 
day, the boss himself gave me an order 
for more than twice the usual amount. 

I naturally was delighted and quer- 
ried to know the reason why. He 


explained. The idea I thought was. 


brilliant and take occasion to pass it 
along as it may be the means of help- 
ing some other dealer—which, in sum- 
ming up, means some other salesman. 

Like the rest of the merchants in 
this district, this man had a huge sign 
shedding its grandeur at night, and a 
window that was second to none 
throughout Little Broadway for the 
amount of illumination. 

He told me that one day after 
thinking it over he realized that there 
was too much of a sameness to all the 
stores in the neighborhood, and that 
if some merchant could only pull out 
and make his store contrast with the 
others he would attract the maximum 
of attention, which is the Alpha and 
Omega of the game. 





After a week’s concentration on this 
basic idea he “hit’’ upon his scheme. 
One night, when all the other stores 
put forth their full illumination as 
usual, his store was almost totally 
dark by contrast. He had just one 
bulb throwing light on the following 
sign, which was artistically arranged 
against a dark background. The sign 
read as follows: 


Ir’s WortH Your Eye! 


“What is electricity? The difference 
between daylight and darkness. Compare 
this window with the brightly illuminated 
ones all around. Without electricity all 
the stores would be as dark as this. The 
street would be lifeless. 

“How unattractive and dismal a store 
is without light! How handicapped a 
home is that has no electric articles! How 
hard it is to wash without an electric 
washer! How easy it is to iron with a 
smooth-running electric iron! How thor- 
oughly a vacuum cleaner disposes of dirt 
and trouble! 

“Electricity comes nearer than anything 
else in the world to being the magic rug 
that brings you instantly to the mecca of 
happiness, whether it’s your office, store, 
factory, or home. Think it over.” 


Tuomas A. Doran. 


2 


Value in Easy Phone Number 


“It’is acknowledged by the biggest 
advertisers in the country, that a good 
telephone number is one of a firm’s 
best assets,” says W. P. Sayers, secre- 
tary of The F. D. Lawrence Electric 
Co., Cincinnati, ‘and we have found 
this to be very true, for within the past 
three months, on account of having to 
change our number from Main 4435 
to Main 6700. We have acquired a 
number which is easier to remember 
and one which stands out as one of 
the prominent numbers. 

“We are giving this information to 
the other jobbers who might have oc- 
casion sometime to change their tele- 
phone number and if so, great care 
should be taken in getting one easy to 
remember. 





ver platter. 





Tell How You Landed a Tough One 


Surely, if you are a salesman, every order you’ve got wasn’t handed to you on a sil- 
It isn’t in the book; they don’t come that way. Probably you’ve had 
some hard ones that took a good deal of maneuvering before you could swing ’em into 
line and get the John Henry down. 


Might make pretty interesting reading to some fellow out in the “sticks” who is up 
against the same proposition, if you’d get out the old pen and write a letter about it for 
this department. An incident that may seem rather simple to you now may be just the 
thing to help some other fellow land a hard one. We pay $5.00 for every letter published. 
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trade marks 


Deveau 
Deveau 
Deveau 
Deveau 
Deveau 
Deveau 
Deveau 
Deveau 
Deveau 
Deveau 
Deveau 
Deveau 
Deveau 
Deveau 
Deveau 





considerable study. 


Start With the Trade Mark 


OU will see, in three groups, the “line-up” of Stanley & Patterson products, sold under the 
“FARADAY,” “DEVEAU” and “P R.”” You can profitably give this schedule 
In it you can find a leader for any season of the year. There is a suggestion 
here for extra and profitable sales in every branch of the trade on which you call—industrials, 
dealers, architects and engineers, contractors, railways, hospitals, banks. 
best—to sell a complete apartment house telephone system or the wire for such a system? 
Here are 29 splendid sales opportunities. 





Faraday Signal Gongs and Buzzers 
Faraday Fire Alarm Systems 

Faraday Bank Protection Systems 

Faraday Automatic Factory Call Systems 
Faraday Street Railway Car Signal Systems 
Faraday High Voltage Push Buttons 


“Intertalk” Telephones 

Electric Megaphone Systems 
Loud-Speaking Telephones 

Radio Material 

Apartment House Telephones 
Magneto, Mine, and Army Telephones 
Telephone Switchboards 

Gravity-Drop Annunciators 
Electric-Reset Annunciators 

Lamp Annunciators With 54” Opals 
Lamp Annunciators With 114” and 21” Indications 
Push Buttons 

Hospital Signal Systems 

Bank Signal Systems 

Department Store Signal Systems 


PR Iron Box Bells and Buzzers—“Eclipse” ““X XX” “Marlo” 
PR Wood Box Bells and Buzzers—‘“‘Rex”’ 

PR Giant-Steel-Clad Gongs—“Eclipse”’ ‘“Marlo”’ 

PR Giant-Wood-Box Gongs—‘“Eclipse” ‘“‘Marlo’’ 
Patterson Battery Sets 

Patterson Floor-Outlet Boxes and Receptacles 

Patterson Tank Float Indicators 

Elka Skeleton Gongs 


STANLEY & PATTERSON 


INCORPORATED 


GENERAL OFFICES AND FACTORY 


250 WEST STREET NEW YORK, N. Y. 
besege na SAN ANTONIO SEATTLE SAN FRANCISCO PITTSBURGH CHICAGO 

Cc. Corcoran Kemp Haythorne P. L. Hoadley Clapp & LaMoree Parke and Jaques Doherty-Hafner Co. 
100 Bos ieton St. 308 S. Pinto St. Seaboard Bldg. 589 Howard St. 305 %th Avenue by oan nee ond St. 
LOS ANGELES DETROIT BUFFALO argon LOUISVILLE Aas 
Clapp & LaMoree DeVeau-Bartling Co. Cc. K. Wyatt J. A. zhan Electrical Sales Co. Jefferson ag Bank 

310 E. 4th St. 81 Peterboro "st. 241 Lexington Ave. Real Estate My sabe Bldg. Kenyon Bldg. Bld 

HABANA 


Arnesto N. Rodriguez 
Abren Bldg. 





Which pays you the 
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Copper Comes Back 


A survey of the building industry 
which has just been completed by the 
Copper and Brass Research Associa- 
tion places the total expenditures in 


this country during 1922 for all 
classes of building at $5,000,000,000. 
Approximately one-third of _ this 
amount will be expended for the con- 
struction of dwellings. 

Industrial buildings follow with a 
total of $655,000,000, after which 
come office buildings with $645,000,- 
000; hotels, $640,000,000, and 
schools, $610,000,000. Public build- 
ings, hospitals and churches follow in 
the order named. 

The total consumption of copper in 
the building industry this year is 
estimated at 150,000,000 pounds, com- 
prising copper, brass and bronze in 
the form of sheets, piping, hardware, 
wire and lighting fixtures. 

This is an increase of 100,000,000 
pounds compared with 1921; of 
96,000,000 pounds compared with 
1920, and of 78,000,000 pounds com- 
pared with 1919, in which years the 
amount of copper used in the building 
industry varied between 4 and 6 per 
cent of the total copper consumption 
of the United States. 

It is estimated that 118,000,000 
pounds of copper will be used this 
year in roofing and sheet metal work, 
17,000,000 pounds in plumbing, 11,- 
000,000 pounds in lighting fixtures 
and 4,000,00 pounds in hardware. 

The potential, market for copper 
and brass in the building industry on 
the basis of this year’s construction is 
estimated at 650,000,000 pounds. 

The details of the $5,000,000,000 
expenditure for different types of 
building are as follows: apartment 
houses, $950,000,000; churches,, 
205,000,000; dwellings, $680,000,- 
000; hospitals, $280,000,000; hotels, 
$640,000,000; industrial buildings, 
$655,000,000; office buildings, $645,- 
000,000; public buildings, $260,000,- 
000; public garages, $125,000,000; 
schools, $610,000,000. 

In conclusion the survey says: 


ertinent Sale 
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‘Activity in the building industry 
has served greatly to assist in hasten- 
ing the return of normal business con- 
ditions throughout the United States ; 
for $5,000,000,000 translated into as 
much materials and labor betokens a 
wide range of industrial activity. 

“It is therefore reassuring to note 
that only a start has been made to- 
ward catching up on the accumulated 
building deficit, and that with in- 
creased construction of heavier types 
of building, even though there may be 
a somewhat smaller amount of resi- 
dence construction, we may reason- 
ably expect, during the next three 
years at least, considerably more than 
the normal pre-war building activity.” 

* * * 


Dangers of Dust Aid Vacuum 
Cleaner Salesmen 


An unusual angle of approach 
which retail electric cleaner salesmen 
can use with good effect is found in 
the current advertising campaign of 
the P. A. Geier Co. Dangerous dis- 
ease germs suctioned from supposedly 
“clean” rugs are pictured as a warn- 
ing to the housewife. Reports of la- 
boratory tests are given, showing that 
in every gram of dust taken from a 
rug, 35 million bacteria were found, 
among them two dangerous types of 
germs which spread children’s dis- 
eases, and another, Hemolytic strep- 








Every salesman is 
ted more o 
than he knows” 












tococci, which causes heart and blood 
troubles. Photographic plates show 
hideously enlarged pictures of the 
organisms. The data is supported by 
the signed statement of a scientist 
who is director of laboratories and 
pathologist for a Chicago hospital. 

The retail man has often been 
urged to “sell health with the vac- 
uum cleaner,” but has usually been 
left to his own resources to find out 
just how to do this. Now the P. A. 
Geier Co., both through its advertis- 
ing and through its house organ, 
“Royal Breezes,” is supplying the 
dangers-of-dust ammunition. We 
learn that in large cities each cubic 
inch of air often contains more than 
1,500,000 dust particles, most of them 
germ laden. We are shown how this 
dangerous stuff becomes embedded in 
rugs, and is never reached by a broom 
or at best is stirred up and rendered 
doubly dangerous by broom sweeping. 
We learn something of the character 
of these germs, and what a menace 
they are to the family, especially to 
babies who commonly creep and play 
upon carpets saturated with disease 
bacteria. The grim truth as thus 
shown so graphically is most effective 
sales talk, and finds ready audience 
with the housewife and mother, who 
has already absorbed some of the 
facts from the advertising. The 
“dangers-of-dust” theme is potent as 
an electric cleaner salesmaker. 

* * #* 


Street Lighting Per Capita 

Of all cities and villages in New 
York State with more than 5000 pop- 
ulation, only one expends more than 
#2.50 per capita for street lighting. 
Three spend from $2 to $2.50, five 
between $1.50 and $2, and 24 from 
$1 to $1.50 per capita. The others 
spend less than a dollar a person a 
year for their lighting of streets. The 
best lighted cities, both in this state 
and in the country at large, are now 
paying from $1.50 to $2 per capita, 
and there never has been so much at- 
tention given to complete and proper 
street lighting as at the present time. 








» a eee 6] 6 ee ee i ek ee ee ee, Se 


. 


February, 1923 


THE JOBBER’S(AJSALESMAN 








DAYTON MOTORS 











DAYTON FANS 


embody the three essentials of fan construction 
Durability—Large Volume of Air— 
Attractive Appearance 
and there is a model and size for every requirement. 


DAYTON FANS are sold through the regular elec- 
trical trade channels and Distributors and Stocks of 
Dayton Fans will be found in all the principal cities 
of the United States and Foreign Countries. 


Send for Catalog 


The Dayton Fan & Motor Co. 


Factory and General Offices 


Dayton, Ohio. 





Established 1889 





DAY-FAN RADIO 
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PERTINENT SALES FACTS AND FIGURES 








The information given on this 
page relates to no single manu- 
facturer’s products, and no pref- 
erence is Seecnded, the purpose 
being to furnish general sales 
data of use to jobbers’ salesmen. 





What is rubber-covered wire? 

It has become general practice in 
the trade to restrict the use of the 
term, “rubber-covered wire,” (R. C. 
wire, for short) to National Elec- 
trical Code Standard wire, usually 
called Code wire, when as a matter 
of fact there are numerous other 
kinds of rubber-covered wire, such as 
automobile ignition wire, telephone 
wire, etc. 

Rubber-covered wire as used for 
general purposes comprises three es- 
sential parts—the conductor, the 
wall of rubber insulation, and some 
form of protection over the rubber, 
such as braid, tape and braid or 
sheathing. The conductor is usually 
commercially pure  soft-annealed 
copver wire, which is used in solid 
forin up to No. 0 A.W.G. (B. & S.) or 
in the stranded form. All conductors 
are thoroughly and evenly coated with 
tin to protect the copper from the 
injurious action of the sulphur in the 
rubber compound. 





What kind of rubber is used ? 


There are a number of grades of 
crude rubber, but what is known as 
“Para” rubber is generally used for 
insulation purposes. In its crude 
state it is affected by temperature 
changes and by the action of certain 
solvents, and to obtain the proper- 
ties necessary for insulation it is 
compounded with powdered minerals 
and a small percentage of sulphur. 
The amount of pure rubber deter- 
mines to a great extent the quality of 
the insulation, and varies from 10 to 
40 per cent. 

N. E. C. S. wire is made accord- 
ing to the specifications of the Na- 
tional Board of Fire Underwriters, 
and the rubber compound must be 
about 20 per cent pure to meet these 
specifications. The quality is de- 
termined by a series of chemical 
tests to insure the proper amount of 
pure rubber. It must also meet cer- 
tain requirements as to elasticity and 
per cent of elongation before break- 


ing. 





How is the insulation applied ? 
There are two methods. In one a 
machine similar to a lead press is 


Data Sheet on 


Rubber-Covered Wire 


used. The rubber compound is 
forced by a revolving worm into a 
chamber at high pressure, at the 
same time being heated by a steam 
jacket to a soft and plastic state. 
The wire enters the chamber through 
a nozzle of its own diameter and 
leaves by a nozzle having the diam- 
eter of the intended insulation, thus 
forming a seamless coating of rubber. 
The other method involves the ap- 
plication of narrow strips of rubber 
compound of the desired thickness 
which are formed around the wire as 
it is drawn through a pair of rolls. 
The seam is thoroughly joined during 
the vulcanizing process and can be 
determined only by a ridge along the 
insulation. It is claimed that this is 
the more generally approved method 
of applying the rubber insulation. 
Vulcanizing is done in a steam 
chamber under pressure, this opera- 
tion causing the sulphur to unite with 
other ingredients in the compound, 
making the latter firm, elastic, strong 
and less susceptible to temperature 
changes and ordinary solvents. 





How is the insulation protected ? 

A braid or two braids or a winding 
of tape and one or more braids is 
used, depending on the size of the 
wire. The braiding consists of soft 
cotton knitted tightly and evenly by 
machines, and the tape is cloth filled 
with rubber compound. 

After the braiding is applied it is 
saturated with a black weatherproof- 
ing compound, consisting chiefly of 
asphaltum, and then waxed and 
polished. A white flameproof com- 
pound may be used or a weather- 
proofed asbestos braid as a protec- 
tion against fire. 





Are there better and also 
poorer grades than N. E. C. S. 
wire manufactured ? 


Practically all wire manufacturers 
make rubber-covered wire that ex- 
ceeds Code requirements, the rubber 
compound in most cases containing 
approximately 30 per cent pure rub- 
ber, although some contain 40 per 
cent. For low-voltage installations, 
such as telephone and annunciator 
systems, wire in sizes from No. 20 to 


In this department an effort 
is made to olen to — sales- 
men a summary of in- 
formation about different staple | 
lines of cal material. Tear 
out this sheet and save it. 





14 is made with about a 10 per cent 
rubber compound. This wire, of 
course, does not meet Code require- 
ments. 


What tests are made? 

After vulcanizing, the wire is sub- 
mitted to a high-potential test to as- 
certain if there are “thin spots,” 
which are patched by hand. The wire 
is wound on large reels and undergoes 
insulation and continuity tests under 
water. 


What determines the thickness of 
the rubber insulation? 

Wire manufactured according. to 
Code requirements must conform to 
Underwriters’ specifications, _ the 
thickness ranging from 3 to 18/64ths, 
depending upon the size of the wire 
and also the working pressure, the 
latter ranging from 600 to 7000 volts. 











For what purpose is rubber-cov- 
ered wire most used ? 

For the general interior wiring of 
practically all kinds of buildings for 
lighting and power purposes where 
the wiring is not exposed to high 
temperatures. It is used especially 
for wiring in conduit, rigid or flexible, 
in metal raceways, in knob and tube 
systems and in open work. It is on 
account of this extensive use in house 
and general building wiring, which in 
most cases is under the regulations of 
the National Electrical Code, that 
rubber-covered wire has come to 
mean “Code” wire. Since the great- 
est volume of such wiring is for resi- 
dences and apartment buildings, and 
for lighting circuits in all other 
classes of buildings, the No. 14 size 
is the one most generally used. 


Story of Washing Machine 
Broadcasted 


On Jan. 13 there was broadcasted 
from Station WOC, Davenport, Ia., 
a lecture on washing machines, by 
Sam T. White, president of the White 
Lily Mfg. Co., Davenport. The lec- 
ture, which incorporates some inter- 
esting information on the advantages 
of electric washing and _ statistics 
of the business, has been printed in 
pamphlet form and copies may be 
secured by addressing Mr. White. 
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The Greatest Advance in Electrical 
Supply Catalogues in Twenty Years 


The new Donnelley series of electrical supply catalogues 
embodies improvements which constitute the greatest 
advance that has been made in electrical supply catalogue 
building in twenty years. 


These catalogues are being built entirely from the jobber’s 
standpoint. 


Not a manufacturer is being asked to pay for a page. 
Donnelley’s are going to invest at least the first $25,000.00 . 
from our own funds in the building of the first six or eight 


catalogues, beyond what the jobbers will be charged for the 
books. 


We are still further enlarging our catalogue compiling 
organization, but even with the enlarged department, it will 
be possible for us to build only a limited number of cata- 
logues for delivery during the coming season. 


Contracts will be entered in the order in which they are 
received. One of our representatives will be glad to go over 
your requirements with you by appointment. 











, R. R. Donnelley & Sons Company 


Jobbers’ Catalogue Headquarters 


731 Plymouth Court Chicago, Ill. 
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Changes in the Western Elec- 
tric Organization 

The Western Electric Co. announces 
important organization changes effec- 
tive January 15. 

F. A. Ketcham has been appointed 
general manager of the Supply De- 
partment. For the past four years 
Mr. Ketcham has been general sales 
manager. (See page 21.) 

G. E. Cullinan assumes the position 
of general sales manager. Mr. Culli- 
nan entered the employ of the com- 
pany upon his graduation from Wil- 
liams College in 1901 and for several 
years was connected with the New 
York house. He went to St. Louis in 
1907 and was manager there from 
1909 to 1918 when he went to Chicago 
as Central District manager. 

L. M. Dunn, who for the past three 
years has been manager of the Eastern 
District, which includes the New York 
and the New England territory, has 
been appointed general merchan- 
dise manager on the general man- 
ager’s staff. 


W. J. Drury has been made 
manager of the Eastern District 
to fill the vacancy created by the 
promotion of Mr. Dunn. Mr. 
Drury has been sales manager of 
the New York house for the past 
three years, and is succeeded in 
that capacity by J. F. Davis who 
has been sales manager of the 
Boston for the same 
period. 


branch 

















T. E. Burger has been made sales 
manager at Boston. Mr. Burger was 
for thirteen years connected with the 
Los Angeles and San Francisco organ- 
izations, being sales manager of the 
former. More recently he has been 
on the staff of the Society for Electri- 
cal Development, coming back to the 
Western Electric organization in 1922. 

W. P. Hoagland has been appointed 
Central District manager in charge of 
the Chicago and Minneapolis branch 
houses. For the past three years Mr. 
Hoagland has been sales manager at 
Chicago. 

J. H. Gleason takes the position of 
Chicago sales manager. Mr. Gleason 
has been power apparatus sales man- 
ager at Chicago. 

H. L. Grant, who for the past three 
years has been general appliance sales 
manager, located at New York, has 
been appointed Erie District manager, 
a new grouping of the distributing 











houses of Cleveland, Pittsburgh, De- 
troit and Cincinnati. Mr. Grant’s 
headquarters will be at Cleveland. 
A. M. Collins continues as manager of 
the Cleveland house. 

It is interesting to note that all of 
these organization changes are in the 
nature of promotion. This is in line 
with the Western Electric Company’s 
ronsistent policy of advancing men who 
have made good in their previous ca- 
pacities, 

* * * 


Langstadt Forms New 
Company 


A new corporation to be called the 
Langstadt Electrical Co., has opened 
temporary quarters in Appleton, Wis. 
Organizers of the new company are 
A, C, Langstadt, E. A. Killoren and 
A, A. Schneider. Applications will 
be made to the Railroad Commission 
for permission to incorporate for 
$100,000, with the three men as 





























W. P. Hoagland 








T. E. Burger 


part owners. The concern will do 
a general electrical business, in- 
cluding contracting, jobbing and 
retailing. 






Mr. Langstadt formerly was 
president of the Langstadt-Meyer 
Co., and one of the founders of 
that firm 30 years ago. He re- 
cently disposed of his interest to 
August Meyer and will become 
head of the new company and its 
general manager. 
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There are several methods of introducing these new 
irons into the homes in your locality. The Hotpoint 
Sales Promotion Department is ready to help you use 
them successfully. Write today for full particulars regarding our 
[) Hotpoint Direct Mail Sales Campaigns to customers 
of your store. 
C) Hotpoint Hints on Telephone Canvasses to customers 
regarding new model demonstrations. 
C) Hotpoint Hints and Suggestions on Window Displays 
of the new model Irons. 





$500.00 CASH 
For Best Hotpoint Windows 
Five Hundred Dollars in cash will be 
given dealers having the best window 
displays during January, February and 
March. Prizes are offered as follows: — 








10 PRIZES 
1 .. $150.00 . . $150.00 
1 100.00... 100.00 
1 .. 80.00.. 80.00 
1 .. 50.00.. 50.00 
ibe 2... See 75.00 oe 
3... 1540.. 4600 
The New Model Hotpoint Iron 10 $500.00 The New Hotpoint 
Catalog No. 115F50—5-lb. size The New Model Hotpoint Iron backed “Automatic” 
Catalog No. 115F51—6-lb. size by Hotpoint National Advertising is a Catalog No. 115F25 
The list price of this model in 6-lb. is real business stimulus when linked up The Hotpoint Automatic—an iron 
$6.75; the 5-lb. is $6.50 with your dealer’s local campaign. that is almost human 











Write today for complete details regarding our Free Trade 
Building Helps and particulars of the FIVE HUNDRED 
DOLLAR OFFER for most effective Window Displays of 
Hotpoint Servants. Address Sales Promotion Department. 










EDISON ELECTRIC APPLIANCE CO., Inc. 


5600 West Taylor Street, Chicago, IIl. 
CHICAGO ATLANTA SALT LAKE CITY 





BOSTON NEW YORK ONTARIO, CALIFORNIA 
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Bill Hart, famous two-gun man and owner of that famous pinto pony of the 
movies, seems to have a rival in George S. Milner, general manager of the Erner 
Electric Co., Cleveland. The picture was taken last summer when Mr. Milner played 
host to his employees at his country home at Chagrin Falls, Ohio, near Cleveland. 





F. D. Phillips Now at Syracuse 


Announcement is made by the H. 
C. Roberts Electric Supply Co., that 
F. D. Phillips, formerly of the Cen- 
tral Telephone & Electric Co., St. 
Louis, Mo., has been made manager 
at Syracuse, N. Y. The appointment 
was effective Jan. 1, 1923. 

* * # 


Davidson Back With Leahy 

John F. Davidson, who was for- 
merly with J. J. Leahy Co. of New 
York and left some time ago to enter 
the drug field, is back again with 
Leahy, and will cover his old terri- 
tory. 

* * * 


Adds New Lines 


The P. & A. Electrical Supply Co., 
Mansfield, Ohio, has been appointed 
distributor for “Hotpoint” appliances 
and exclusive distributor for “Cleve- 
land” brand weatherproof wire for 
the state of Ohio. The company re- 
cently moved into its new building 
at 102 North Main street. 


* * * 


New Building for Piedmont 


Electric Co. 


The Piedmont Electric Co., Ashe- 
ville, N. C., is planning for the erec- 
tion of a five-story building for its 
own use. It will cost approximately 
$50,000 and will be designed to house 
one of the most complete electrical 
establishments in the South. The firm 
has been in operation in Asheville 
since 1902 and has had a branch in 
Greensboro three years. 


To Specialize On One Product 
Each Week 


For the year 1923 the F. D. Law- 
rence Electric Co., Cincinnati, has 
adopted a sales program, which calls 
for a different manufacturer’s product 
to be used as a leader each week, each 
salesman carrying a sample of the 
product with him during that week. 
Of course, 52 weeks does not seem 


enough to cover the manufacturers, 
an electrical jobber represents, but, 
nevertheless it is possible to cover the 
main lines, and if necessary go into 
the next year in order to complete the 
lines of all of the factories. 

To initiate this program the com- 
pany has sent out to all of its custom- 
ers an announcement in rhyme, which 
so far has caused many purchasing 
agents to say to its salesmen, “Well 
—what are you putting out this 
week?’ The announcement reads as 
follows: 


Just a word so to speak 

To let you know that every week 

During nineteen hundred and twenty- 
three, 

We'll have something for you to see. 


Our purpose is to carefully tell 

About the materials we have to sell, 

So please give us a little time 

And accept our thanks for this, in 
rhyme. 


Warner Sayers, secretary of the 
company, anticipates that 1923 will 
be an exceptional one for the electri- 
cal industry in Cincinnati. 











On December 29 the annual banquet of all departments of the Charleston Elec- 


trical Supply Co, was held at the Ruffner Hotel, Charleston, W. Va. 
president of the company was toastmaster, 


C. B. Peck, 
Talks were made by F. M. Staunton, 


president of the Kanawha Banking & Trust Co., and by A. F. Beck, vice-president 
and general manager of the Charleston Electrical Supply Co. In addition to short 
talks and general discussion a specially prepared “Radio Program” was received 
from station B U L L, Swift & Co., located in the Stock Yards at Chicago, accom- 
panied by cow bell solos which met with great applause. The prize of a gold watch 
which is awarded annually to the salesman who, in the judgment of the officers of 
the company, has performed the best all-around service for the year, taking into 
consideration length of service, sales, new territory developed, sales school record, 
assistance to credit department, co-operation with the office, sales expense and gen- 
eral value to the company, was awarded to W. P. Dickson, manager of the Hunting- 
ton Office. Souvenirs for the banquet were miniature pumps presented by the Dem- 


ing Company. 
a silver dessert set by the salesmen. 


John T. Morgan, secretary and sales manager was presented with 
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UBBELL Triplex TableZap 


Sells wherever shown because it provides aneat and convenient method of oper- 
ating several appliances from a Single Convenience Outlet 


































































Countersunk holes at 





each end make attach- Backed with green baise Screwed onto wall in 
ing to underside of table —cannot scratch furni- kitchen, laundry, garage, 
easy. Sell one for each ture when used as a workshop—o perates 
table. portable device. three appliances. 


Every user of electrical appliances is a potential customer for Triplex Table- 
Taps, and your dealers can sell 3 or more to a customer. Convenient electrical 
outlets promote his appliance sales. Each Hubbell Table-Tap sold means sub- 
stantial profits for him. 


Circulars—imprinted for your trade. Write us. 


HARVEY HUBBELL 


ELECTRICAL gpm) SPECIALTIES 


BRIDGEPORT CONN, U.S.A. 
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No. 6900 Complete 


Packed in Individual Cartons 


ELECTRICAL SPECIALTIES 
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New Quarters For Interstate 
Electric Co. 


The Interstate Electric Co., with 
headquarters at New Orleans, has 
leased the building at 2301 North 
First avenue, and will move its Bir- 
mingham the former 
location, within a short time. The 
building was formerly used as an auto- 
mobile building and has been remod- 
eled and enlarged to take care for the 
needs of the company. 


branch from 


* * * 


A Plan That Increases Sales 

In a recent interview with a Jos- 
BER’s SALESMAN representative C. H. 
Albee, salesmanager of the electrical 
division, C. S. Mersick Co. of New 
Haven, Conn. said, ‘““We believe the 
more a salesman for our company 
knows about the process of manufac- 
ture of the merchandise he sells the 
more efficient he will be and the more 
goods he will sell. We have adopted 
a plan which at first glance may seem 
rather extravagant—but which has 
been proven time and again to be a 
winner. The plan provides that when- 
ever we take on a new line we send all 
to the manufacturer’s 


our salesmen 











At the left is one of the grand old men 
of the jobbing trade on the Pacific Coast 
—N. W. Graham, general manager of the 
Graham-Reynolds Electric Co., Los An- 
geles, Cal. With him is Steve Snow, pur- 
chasing agent, who seemed to be a little 
nervous about having his picture taken; 
that’s the reason his left wing was shak- 
ing so perceptibly. 


plant so that they may become fam- 
iliar with the manufacturing processes. 
We have found that this greatly in- 
creases the efficiency of the salesmen, 
as it enables them to intelligently an- 
swer any questions that may arise dur- 
ing the course of a sales talk. As an 
indication of the effectiveness of this 
plan, just before the holidays we sent 
one of our men to the factory of a 
company making Christmas tree out- 
fits. This man, who was the only one 
to have the opportunity of visiting the 
factory, sold many more outfits than 
any of our other men, and we have had 
this same thing happen time and time 
again. I personally find it a great 
help to visit as many plants as I can.” 


* * * 


Lehigh Electric Co. Opens in 
New York 


A new electrical concern has be- 
gun operations in the Metropolitan 
District of New York, known as the 
Lehigh Electric Co., Inc., 226 W. 
29th Street, New York City. 

The president of ths company is 
H. N. Croop, recently general sales 
manager of the Manhattan Electric 
Supply Co., Inc., 17 Park place, and 
previously manager of the 42nd 
street branch of that company. Mr. 
Croop had been in the Manhattan 
organization for 12 years, 

The new company announces that 
it is carrying an adequate stock of 
standard electrical merchandise, with 
readily available sources of addi- 
tional supplies, representing products 
of some 21 leading manufacturers, 
No retail business will be handled. 

Harry T. Geiger, who was also 
connected with the Manhattan Co., 
during the past 17 years, has associ- 
ated himself, as secretary, with the 
Lehigh Company, while. Charles 
Miller, another Manhattan man, is 
also a member of our organization, 
and will devote his personal atten- 
tion to inside sales work. 

* * * 


With Tri-City Electric Co. 

George M. Ellis, formerly vice- 
president and general manager of the 
Mohawk Electric Supply Co., Syra- 
cuse, N. Y., has been made president 
and general manager of the Tri-City 
Electric Co., Newark, N. J., succeed- 
ing Joseph Spurr. H. C. Calahan, 
formerly of the New York office of the 
General Electric Co., will be asso- 
ciated with Mr. Ellis as sales man- 
ager. 


New Quarters for E. W. Ham 
Electric Co. 

The E. W. Ham Electric Co., 
Worcester, Mass., has moved into a 
newly-constructed three-story ware- 
house and office at 3 Burnside court, 
Worcester, The new quarters have a 
total floor area of approximately 17,- 
000 sq. ft. and are designed to facili- 
tate rapid service, convenient handling 
of supplies and improved control of 
stock volume. The business of this 
jobbing house has grown so rapidly 
of late that a lease for five more years 
has been signed for the old quarters 
of the company on Barton place, cov- 
ering about 18,000 sq. ft., which will 
be utilized for storage purposes. The 
company has recently taken the New 
England agency the Aerobell 
washer, manufactured by the Foote- 
Burt Co., Cleveland. 


* + 


Wheeler-Green Distributor for 
“Universal” Line 

The Wheeler-Green Electrical Sup- 

ply Co., Rochester, N. Y., has been 

appointed a distributor in the Roches- 

ter district for Landers, Frary & 
Clark, New Britain, Conn. 


for 








with the big smile is 
Norman Christy, sales manager of the 
Winters Electric Material Co., Toledo, 
and to his right is R. H. Winters, Jr., 


The gentleman 


president. “Chris” seems to be getting a 
“kick” out of something in the “Jobber’s 
Salesman.” Hope we haven’t mispelled a 
word. 





















February, 1928 THE JOBBER'SMJSALESMAN 





—finished in satisfaction. 


—finished in finish—the quality of all H & H devices is above 


reproach. 


NUTMEG SWINE > 
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enable the contractor to offer a “finished” job on a 
competitive basis. Throughout, their whole con- (| , 
struction evidences expert designing and manufac- \! 
turing ability which accrues only with years of ex- _{ 
perience. Liberal insulation, heavy current qe 
carrying parts and oversize springs, help to , \! 
make Nutmeg Switches last long beyond m 
the average life of ordinary devices. 











Actually as well as figur- 
atively the last word in 
finish on a switch job. ‘“‘It 
is the finish’’ by which the 
job is’ usually judged. 
Duro Plates are stamped 
—yes—but of 0.040 
gage solid brass— 
net steel—with re- ({ 
inforced edges and 
deep sunk screw 
and button holes. 














: ‘All of the H&H Character 


Truly a quality finish to a job handled on 
a competitive basis. 


yf WALL CASES 


are the foundation for any good wiring job. Made 
i in sections for convenient ‘“‘ganging’’—designed so as 

to be as substantial as solid boxes. Speed and sim- 
i! plicity of assembly are features of their construction. 






t 
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’ Ask us for complete details of this complete layout. 


i 1 i 
HE! lat AT QoHEGEM AN MFG .CO, 


| ‘HARTFORD, CONNECTICUT. 
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Cleveland Puts On Big Fixture 
Market 


The seventh annual convention of 
the Lighting Fixture Dealers’ So- 
ciety of America brought a fairly rep- 
resentative gathering to the Hollen- 
den Hotel, Cleveland, the week of 
January 15-20. In connection with 
the convention, there was a lighting 
equipment market at the Hotel Win- 
ton participated in by about 70 
manufacturers, members of the Na- 
tional Council of Lighting Fixture 
Manufacturers. There were also very 
interesting exhibits shown by the II- 
luminating Engineering Society and 
the Illuminating Glassware Guild. 

At the meetings of the dealers, held 
at the Hollenden Hotel, papers were 
presented dealing with the strong eco- 
nomic position of the dealer, business 


prospects, standardizing of outlet 

















We can’t understand why Harlan A. 
Eveleth, lamp manager for the Electric 
Appliance Co., San Francisco, Cal., looks 
so sober unless it is because he was mar- 
ried not so long ago and the shock hasn’t 
had time to wear off. Some sing, “Keep 
the home fires burning,” but Harlan sings, 
“Keep the night light burning.” 














E. S. J. A. Dates 


MEETING of the 

Central Division of 
the Electrical Supply 
Jobbers’ Association will 
be held at Chicago, IIl., 
Feb. 18 and 14. The 
Atlantic Division will 
meet in New York Feb. 
14 and the annual Spring 
meeting will be held at 
the Homestead Hotel, 
Hot Springs, Va., May 
21 to 25. 











boxes, selling and sales promotion, 
and several demonstrations of meth- 
ods of handling design piracy, sell- 
ing, window trimming, etc. 

The matter of co-operative public- 
ity was given considerable attention, 
and a policy of eliminating the word 
“fixture” from trade terminology and 
standing solidly back of the slogan, 
“Notice the Lighting Equipment,” 


was urged. 
* * * 


House-Wiring Standard Pro- 
posed by Committee 

In an interim report the wiring 
committee of the Joint Committee on 
Business Development made the fol- 
lowing recommendations as a “stand- 
ard or measure at which commercial 
departments, wiring contractors, etc. 
should aim.” The committee labels 
its recommendations “the minimum 
American house-wiring standard of 
wiring outlets.” They are: 

“An average of three outlets 
(lighting and convenience) per room 
[that is, parlor, sitting room, dining 
room, kitchen, bedroom, etc., as based 
on the ordinary real estate rating], 
computed as follows: 

“There should be at least one light- 
ing outlet and one convenience outlet 
in any one room, and the oulets 
(whether lighting or convenience out- 





lets) in the bathrooms, hallways, stair- 
ways, closets, unfinished attics, cellars, 
etc., and any additional outlets in the 
main rooms (over and above the mini- 
mum of one lighting and one conveni- 
ence outlet) should be enough to bring 
the average per room up to three as 
a minimum. 

“For the purpose of this standard a 
switch is not an outlet. An outlet 
(omitting switches) is considered the 
point where the wires comes to an 
end at the wall. A convenience out- 
let is considered as one outlet. A 
twin convenience outlet permanently 
connected to the wall is considered as 
two outlets. A bracket light is con- 
sidered as one outlet even if there 
are two or more sockets in the bracket. 
A chandelier is considered as one out- 
let even if there are two or more 
sockets in the chandelier.” 








The photographer caught Harry D. 
Haim, secretary of the Commercial Elec- 
tric Co., Cleveland, just as he was going 
off in the corner to read the last issue of 
the “Jobber’s Salesman,” but he con- 
pone to spare us a minute to “shoot” 

m. 
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FIRST PRIZE 


Won by White Electric Co., 
Berkeley, Calif. 
Trimmed by W. S. Veaco. 


2? Won by Appel-Higley Co., Dubuque, Iowa. 
7 Trimmed by H. S. Heckelsmiller. 


Won by Wisconsin-Minnesota Lt. & Pr. Co., 
e : re. Wis. ‘ 
Trimmed by R. S. Rodenhuis. 
4 Won by Kohler Hardware Co. Electric Shop, 
* 


Reading, Ohio. : 
Trimmed by F. A. Corsmeir. 





HEMCO TWIN-LITE 


—for use in baseboards and under shades. 


HEMCO TACH-LITE 


—threaded for use with a shade. 


HEMCO TRIP-LITE 


—three service outlets from one socket. 


HEMCO HEALTH PAD 


—a three-heat, guaranteed electric pad. 









































HERE’S THE HEMCO PRIZE WINDOW 





NNOUNCING the winners of the HEMCO Window 
Display Contest, of which the above is the prize 
window, we acknowledge first of all the hearty co- 
operation of the many dealers and distributors who 
made this contest successful and the year 1922 a 
breaker of all records. 


In the second place, we are glad to submit proof of the tremendous 
selling power of window displays. Here are three excerpts from 
letters received from the contestants: “The first day we sold 63 
HEMCOS over the counter’; “We sold 76 HEMCO TWIN-LITE 
plugs the first two days’; “While this window was in use we sold 
45 HEMCO plugs and that was in about four days.” 


HEMCO PRODUCTS—the TWIN-LITE, the TACH-LITE, the 
TRIP-LITE and the HEALTH PAD—are quality products from the 
core out. They are fast sellers and sure builders of good will, Give 
them the chance through your windows and they will play a big part 
in making your sales for this year beat 1922. 


George Richards @ Co. 


557 West Monroe Street, Chicago, IIl. 
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Battery Contest now on! 


antest Blanks | 


z 





Outside of the little fellow in the center every one of these men belongs to the 
sales organization of the Price Electric Co, 480 Penn avenue, Pittsburgh, and the 
youngster wishes the years would go by faster so he can start. At the left is Fred 
Brust; Walt Schwer couldn’t keep from coughing; next is Joe Dapper; then comes 
Bill Parnham, in the light suit; the youngster is Albert Augenstene, holding onto the 
hand of his dad, J. A. Augenstene, vice-president of the company; then come Herb 
Groetzinger, Bill Bell and Paul Groetzinger. 





Credit Situation Shows 
Improvement 

The accompanying tabulation shows 
the number of accounts reported to 
the National Electrical Credit Asso- 
ciation by member manufacturers and 
jobbers during November and Decem- 
ber, 1922, as compared with the same 
months the previous year, together 
with the total amounts and average 
amounts of the delinquencies. 


Central Division No. Total Average 
Nov., 1921...... 1,111 $142,209.09 $128.00 
Nov., 1922...... 818  141,482,10 174.02 
Dec., 1921......1,157 124,876.98 107.49 
Dec., 1922......1,104 126,342.89 125.84 

New York 
Nov,, 1921...... 328 57,550.00 1738.00 
Dec., 1922...... 183 19,807.58 105.51 
Dec., 1921...... ABA 58,840.00 136.00 
Dec., 1922...... 485 93,428.00 198.00 

Philadelphia 
Nov., 1921...... 202 26,540.09 181.48 
Nov., 1922...... 215 24,708.46 114.90 
Dec., 1921...... 186 28,992.07 155.87 
Dec,, 1922...... 183 19,307.58 105.51 

New England 
Nov., 1921...... 68 7,912.95 116.87 
Nov., 1922...... 47 6,130.29 180.43 
Dec., 1921...... 44 8,484.25 192.82 
Dec., 1922...... 34 8,809.68 112.05 

Pacific Coast 
Nov., 1921...... 16 1,054.82 65.92 
Nov., 1922...... 24 4,117.10 171.54 
Dec., 1921...... 23 2,677.74 107.72 

Sees 2,225.48 158.90 


* 


Lamme Presented Joseph 
Sullivant Medal 


The many notable engineering 
achievements of Benjamin G. Lamme, 
chief engineer of the Westinghouse 
Electric & Mfg. Co., Pittsburgh, Pa., 
were officially recognized by his alma 
mater, Ohio State University, Jan. 
12, when the university presented to 


Mr. Lamme the Joseph Sullivant 
medal. The presentation was made 
in the presence of the trustees and 
faculties of the Ohio State University 
at appropriate ceremonies in the 
chapel of the university, Dr. W. O. 
Thompson, president, making the 
presentation address and formally 
presenting the medal to Ohio State’s 
native son, now one of the very fore- 
most of the nation’s electrical engi- 
neers. 


Electrically Equipped Furniture 
Fittings 

At a recent meeting of the Com- 
mercial Section, National Electric 
Light Association, it was reported 
that new fittings for electrically 
equipped furniture would be placed 
on the market within a few months 
by Harvey Hubbell, Inc., General 
Electric Co., and other wiring device 
manufacturers. The fittings will 
have attachments with multiple out- 
lets and they can be applied to fur- 
niture by the householder without the 
aid of a wiring contractor. Tests 
are being made of No. 18 wire for 15- 
ampere service, and if it is found that 
its capacity is not great enough it 
will be necessary to use No. 14 cord 
with special fittings; otherwise stand- 
ard attachment plugs and cords will 
be used. 

* * * 


Illinois Electric Annual Dinner 


On Jan. 6, the annual company 
dinner of the Illinois Electric Co. of 
Los Angeles, Cal., was held at the 
San Gabriel Country Club. Machines 
were provided for transporting the 
employes from the offices to the Club. 
About 80 were present. Talks by of- 
ficers and department heads were fol- 
lowed by a program of music and 
dancing. 



































Our New York Force 





Here we see one of the “live” jobbing organizations of the country, the New York 


City force of the Parr Electric Co. 


Reading from right to left are: 


McKew Parr, 


president, and Messrs. Bragg, Buttenberg, Cederborg, Bendetto, Kaplan, Goodliff, 
D’Arcy, and the Misses Lack, Saverese, Kebbel, Taaffe, Meyers, Rossberger, De- 
Marco, Mr. Grille, C. E. Merrill, secretary of the company, and Messrs. Spector, Gil- 


ligan, Schnitzer, Tamalare, Schoendorf, Mac Craney, Holley, Flanagan. 
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New complete catalog of Arrow 





No. 8212 


HE duplex outlet for 

all installations. It can 
be had in 8 styles; Com- 
position, top or side wired; 
porcelain, top wired. You’ll 
need the Arrow Attach- 
ment Plug Catalog for lat- 
est developments in_ this 
constantly growing line. 












attachment plugs and accessories 


¢¢ WA ORE properly a service than a line,” someone has said, 
“as it presents both the already-done and the never- 
before-done, in attachment plugs and accessories.” 


This new, complete catalog of all that is both new and old 
in this complete line, supplements and supersedes all previous 
catalogs. The pricing and listing has been simplified for quick 
reference and easy buying. There’s a wide variety of devices 
for selection. 


You will need this new catalog—at your hand! If it hasn’t 
already reached your desk write at once. “Arrow” stands for 
quality, convenience and service always. 


THE ARROW ELECTRIC COMPANY, 
Hartford, Conn. 
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The complete line of Wiring Devices 
















THE JOBBER’S 





SALESMAN 











OVALFLEX can be laid directly 
on the surface-of tile, brick or 
concrete and entirely~ covered 
with plaster. 








Oe 
> 
Ky 
6 


ae 
y 
oy) 
©) 
Pr 
ir, 
my AX 
ANY 
D x 
ety 
R: 


























ER 











eee e acces 












































ok eget ies OSes 
EPs ee 


Get your OVALFLEX 
business —NOW! 


Through our extensive National advertising, Architects, 
Engineers and Electrical Contractors everywhere are 
learning of the unexcelled features and many advantages 
of OVALFLEX, the new flat armored cable. 


It is your opportunity to cash in on the big demand this 
new product is creating. 





Be prepared with samples and literature to tell your pros- 
pects all about OVALFLEX 


Get in touch with us at once for your supplies or, if you 
prefer, send us the names and addresses of your prospects 
and-we shall be glad to send them samples and literature 
direct. 


National Metal Molding Compary 
1307 FULTON BUILDING 
PITTSBURGH, PA. 


Represented in All Principal Cities 


(3) 
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Joint Committee Extends 
Activities 

At a meeting of the executive com- 
mittee of the Joint Committee for 
Business Development, held in New 
York on Jan. 9, P. R. Labelle, power 
sales manager of the Shawinigan 
Water & Power Co., Montreal, was 
elected a member of the executive com- 
mittee, and J. S. Tritle, merchandising 
manager of the Westinghouse Electric 
& Mfg. Co., was included in the Joint 
Committee personnel. Director Lane 
announced that the number of the com- 
mittee’s correspondents was 749. 

It was decided to make up a list of 
all the available electrical publications 
prepared by the national associations 
co-operating with the Joint Committee 
and distribute it to the trade. In the 
preparations of new booklets, C. E. 
Greenwood, chairman of the appliance 
department, announced that he is pre- 
paring one on vacuum cleaners and 
another dealing with the subject of 
commercial cooking. P. B. Zimmer- 
man, chairman of the lighting depart- 
ment, is at work on a domestic light- 
ing prospectus which he expects to 
have completed in the near future. 
A. K. Baylor, chairman of the wiring 
department, also reported progress in 
the work under his direction. 

The personnel of the newly created 
electrical transportation department, 
of which Charles R. Skinner, Jr., of 
the New York Edison Co. is chairman, 
was made public. It is composed of 
Mr. Skinner, F, F. Sampson, Electric 
Storage Battery Co.; F. D. Fagan, 
Edison Storage Battery Co.; F. M. 
Feiker, McGraw-Hill Publishing Co.; 
O. R. Hogue, Walker Vehicle Co.; C. 
A. Ward, Ward Motor Vehicle Co.; 
E. R. Whitney, Commercial Truck Co., 
and K. B. Jones, General Electric Co. 
The personnel of the electric power 
department, of which H. H. Holding, 
Public Service Electric Co., Newark, 
N. J., is chairman, has not been com- 
pleted, but will probably be announced 
at the next meeting of the executive 
committee. One of the first matters 
to be considered by this department 
will be the electrification of textile 
mills. C. E. Nichols, chairman of the 
department of electric heating and 
melting, reported that he had gathered 
together material for a series of book- 
lets on that subject. 

The original plans for the Joint 
Committee prize contest has been 
somewhat changed, and the committee 
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DUNCAN 


Most meters made for consumer 
use are similar in outside appear- | 
ance, yet vastly dissimilar inside the 


case, 


The working parts of Duncan 
Watthour Meters Model M2 are so 
painstakingly and accurately made 
that each part will successfully 
carry its share of operating work. 


The excellent construction, un- 
failing and accurate measurement 
of current by Duncan Watthour 
Meters Model M2 are reasons why 
hundreds of careful central station 
men have selected them as the most 


dependable obtainable. 


Demonstrate the superiority of 
Duncan Watthour Meters Model 
M2. The technical sales points are 
in bulletins you should have—if you 


haven’t them, ask for them. 


DUNCAN ELECTRIC MFc. Co. 
LAFAYETTE 
Builders of Electricity Meters since 1902 





INDIANA 























will announce on Feb. 10, the rules 
governing the award of a loving cup 
to the electrical club, league, local as- 
sociation or local company which re- 
ports the most effective and interesting 
local activity. Five other prizes, each 
a beautiful placque, will also be 
awarded for especially meritorious 
local activities. 


A motion was passed to consolidate 
the advertising committee of the Joint 
Committee and the publicity advertis- 
ing council of the Society for Elec- 
trical Development into one body 
which would act for the Joint Com- 
mittee in matters dealing with adver- 
tising and publicity. Another motion 
was made to request the National Elec- 
tric Light Association to send a letter 
to its central station company members 
urging them to co-operate fully with 
the Joint Committee for Business De- 
velopment and to lend all possible 
assistance to its work. It was decided 
that the first publication to be sent 
out to the committee’s correspondents 
would be one dealing with the subject 
of store and show-window lighting. 
The next meeting of the executive 
committee will be held in the middle 
of February. 

Those present were E. W. Lloyd, 
general chairman; Joseph F. Becker, 
vice-general chairman; F. A. Ketcham, 
Charles R. Skinner, Jr., P. B. Zim- 
merman, William L. Goodwin, M. T. 
Gleason, C. K. Nichols, A. K. Baylor, 
C. E. Greenwood, H. H. Holding, 
Director H. A. Lane and Harry J. 
Walsh, assistant to the director; by 
invitation H. C. Cushing, Jr., Far- 
guson Johnson, S. B. Williams, A. 
Jackson Marshall and Frederic Nich- 


olas. 





Progress Electrical Supply Co. 
Changes Hands 

The Progress Electrical Supply Co., 
856 Broadway, Brooklyn, N. Y., has 
been sold by Haiman Cohn to a 
partnership consisting of M. Tanne- 
baum, M. Bergman, M. Rosenblum. 
The partners will continue the busi- 
ness under the same firm name as 
heretofore. 


Higgins Makes Change 

E. E. Higgins, formerly with the 
Western Electric Co.. at New Haven, 
Conn., recently joined the James T. 
Hessel Co., of New Haven and will 
cover the state of Connecticut from 
New Haven south to the New York 
state line. 
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DREADNAUGHT 

Portable Cord 


rubber covered 





































This new PARANITE cord, like all other wires and cables bearing this label, 
is ‘more than code requires” in all the details of its manufacture. 

More than this, Dreadnaught Portable cord is superior to the usual rubber 
covered portable cords now sold. 

The rubber cover, thick, tough, practically everlasting even in the severest 
service, is of the same quality as the rubber in high grade tire treads. 

This thick rubber cover is put on under enormous pressure over the double 
conductors, which are insulated with 30% rubber and braided with an indi- 
cating tracer. Pressure forces the soft, unvulcanized rubber tightly around the 
conductors. The pressure is maintained and after vulcanizing the result is a 
tough, dense wall of live rubber that withstands wear remarkably. 


It's PARANITE quality and service all the way through. 


Indiana Rubber & Insulated Wire Co., 


Jonesboro, Indiana 
210 S. Desplaines St., Chicago 


The Thomas & Betts Co., 
63 Vesey St., New York 


ts PARANITE. is rigtt 
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Bridgeport Works 
General Electric Company 


Where to Get G-E Service 


For Business in the United States 
G-E Sales Office G-E Distributing Jobber 


Alabama, Birmingham..-,.. Matthews Elec. Supply Co. 

Arizona, Phoenix. ....+..... Southwest G-E Co. 

Arkansas, Little Rock COC eee eee eres nseseeseseeeee® eeeeesereeareeseee 
California, Los Angeles. .... Pacific States Electric Co, 

California, Oaklandt........ Pacific States Electric Co. 

California, San Francisco§f...Pacific States Electric Co. 

Colorado, Denvert.......... The Hendrie & Bolthoff Mfg. Sup. Co. 
Comtacticut, Hartiord........cccsssesenctountileckhenetastavtesoctes 
Connecticut, New Haven. ........000sscecssessccsacceese svccecse cove 


Connecticut, Waterburyt. ... New England Eng. Co. 


District of Columbia, Wash- 


GRBOOR. 01.0.0 csccvecsess National Elec’! Supply Co. 
Florida, Jacksonville........ Florida Elec. Supply Co. 
Florida, Tampat..........0¢ Florida Elec. Supply Co. 
Georgia, Atlanta§f.......... Carter Electric Supply Co. 
Georgia, Savannaht.........Carter Electric Supply Co. 
Illinois, Chicago§t.......... Central Electric Company 

Commonwealth Edison Co. 

Indiana, Evansvillet........ Crescent City Electric Co. 
Indiana, Fort Wayne......ccccccccsccccccvessccccscccses ines beGeune 
Indiana, Indianapolis... . . Indianapolis Elec, Supply Co. 
Indiana, South Bendf....... South Bend Electric Co. 
Undiana, Terre Fate: 00s .css'n v'siessvb0ebs sencdthtesescccsspeceedece 
Iowa, Des Moines.........- Mid-West Electric Co. 
Kentucky, Louisville. ....... Belknap Hardware & Mfg. Co. Inc. 
Louisiana, New Orleans... .. Gulf States Electric Co., Inc. 
Maryland, Baltimore........ Southern Electric Co. 
Massachusetts, Bostonf. . . .. Pettingell-Andrews Co. 
Massachusetts, Springfield. ..........+scsseccccvcecececccecececeseres 
Massachusetts, Worcester... . oe <a * - ic woeeesths ceecheetcoye 

ae . ran eal Company 
Michigan, Detroit............. E:T. Reeinen Co. 
Michigan, Grand Rapids. saeendag ts tiecnweekeraeupaepeswns ekke ess Sana 
DhichBipam, Fackooe. 2.0262 cccccrcccrscccecccstoscouscceccscevscseeses 
Minnesota, Duluth.......... Northwestern Elec. Equipment Co. 
Minnesota, Minneapolist§....Peerless Electrical Co. 
Minnesota, St. Paulf........ Northwestern Elec, Equipment Co. 
Dissourk, Joplin}. ...cscvcccccccceacesebscpeesiccnsnevonccervessescens 
Missouri, Kansas Cityt......The B-R Electric Co. 
Missouri, St. Louis§t........Wesco Supply Company 


Montana, Buttet...........Butte Electric Supply Co. 

Nebraska, Omaha. eee sececeee Mid-West Electric Co, 

New Jersey, Harrison. ...... Core ee ceceseeeceeeceecee ecececeseseseees 

New Jersey, Newark........ Tri-City Electric Co., Inc. 

New Jersey, Trenton. THITITILILIELILT EEE eeccceseccccece 

New York, Albanyt.........Havens Electric Co., Inc. 

New York, Buffalo..........Robertson-Cataract Elec. Co, 

New York, Elmira. @eeeeeeeee eC eeeeeeeeeeeeeereeeeeeereeeee eeeeeeeeeeee 
Distributors for the General Electric Co: 


INTERNATIONAL GENERAL 


120 Broadway, New York, N. ¥- 


eneral 


General Office 
Schen 





enectady, NY. Com 









List of G-E Factories 
Connecticut 


eland Sand 
Pennsylvania 
New Kensington Philadelphia 
anton 
Rhode Island 


Providence 


= Aid 


G-E Sales Office G-E Distributing Jobber 











New York City§t........... E. B. Latham & Company 
Royal Eastern Elec’l Sup. Co. 
(Also Borough of Brooklyn, Long 
Island City and Jamaica, L. 1.) 
Sibley-Pitman Elec. Corp, 
Dhow Feeds, Plagne Billie. oon oi ceGied ox pi vagvetabenticereessoce. eocce 
New York, Rochester. . ... .. Wheeler-Greene Elec’l Sup. Co. 
New York, Schenectady... cM case nee CTT ahh hos Mies bpeesss0ennces eeeee 
New York, Syracuse........ Mohawk Elec’l Sup. Co. 
North Carolina, Charlotte. . .Elec. Supply & eg Co. 
Ghia Abron... ic cscevcesese Republic Electric Co.. ..........+000s eocee 
Ne Hes ch aee 
Ohio, Cincinnatit.. bibeoscne . The F. D. Laweines Elec. Ca. 
Ohio, Cleveland............ Republic Electric Co, 
Ohio, Columbus. ........... The Erner & Hopkins Co. 
Ohio, Dayton. ...........5- The Wm. Hall Electric Co. 
Odio, Temata. 55000 csc0ce W. G. Nagel Electric Co, 
Ohio, Youngstown CO Cer ceevecccnccccceeccecceseseeecocecs ecccccecece 
Oklahoma, Oklahoma Cityt. Southwest G-E Co. 
Oklahoma, Tulsa........... Southwest G-E Co. 
Oregon, Portlandt.......... Pacific States Electric Co. ; 
NL NIE iintiekigknnilad tines Secu ehiabbeescns ve0'eqnies occcece 
Pennsylvania, Philadelphia§t Philadelphia Electric Company 
Supply Dpartment 
Frank H. Stewart Electric Co. 
Pennsylyania, Pittsburght. . .Union Electric Company 
Road Rehan, PRGCRRIIOE. «5.6 00s cis cecvcccedusossescecoeve eeevcccces 
— Carolina, Columbiaf.. ea eee Elec. Co. Inc. 
ennessee, Chattanooga... .. ames Supply Com 
Tennessee, Knoxville.............00. rae bitten eid Gos aa teeakcokee eee 
Tennessee, Memphis. ....... Electric Supply Company 
OR TEI sv Usha boonies os. chi bawnde ine vierse Eee eer ae 
Texas, Dallast... eeeeeeeres Southwest G-E Co. 


Texas, El Pasof............Southwest G-E Co. 

Texas, Houstonf........00«..Southwest G-E Co, 

Texas, San Antonio.........Southwest G-E Co, i 

Utah, Salt Lake Cityt.......Capital Electric Company 

Virginia, Richmond. . + ++++,-Southern Electric Company............000¢ 
Washington, Seattlet.. + +ee-Pacific States Electric Co. 

hse aig S ++ eee+Pacific States Electric Co. 

Washi mene tbia cee «cia pe wwsgten s<d¥b <del chaos aebeede 
West eine, Bluefield..... Virginian Electric Co., Inc. 

UNS VT INNES 55 Si 0 LDS Uicc'nk Sudbvde saasebctassavvdescce 
Wisconsin, Milwaukee... . 
For Hawaiian business: Catton, Neill & Co., Ltd. Honolulu 

For Canadian business: Canadian General Electric Company, Ltd., Toronto, 


tNo G-E Office t Warehouse §Service Shop 
nited States 
“ELECTRIC COMPANY, INC, 


Electric 
any wigne - 
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Owners of radio 
sets need a battery 
charger 



























Are you selling a battery charger 
you can safely guarantee? 


Of course you have already felt the growing demand for 
a charging set that will charge radio batteries at home. 
How are you meeting this demand ? 


Tungar Battery Chargers 


are not an overnight development to meet the present 
radio demand —they have seen years of service charging 
storage batteries for automobile starting and lighting. Now 
they can be offered to radio users with the confidence bred 
of demonstrated reliability. 


Practically noiseless, the Tungar can be used for overnight 
charging with noinconvenience. This eliminates the trouble 
of taking the battery elsewhere for charging, and home 
charging with a Tungar saves at least 24 the charging cost. 





Tungar is highly efficient, absolutely dependable, perfectly 
safe and fully guaranteed by the General ElectricCompany. 
Its sale is being promoted by extensive advertising in radio 
papers. This summer is the time to stock for the inevit- 
able fall demand. 


Ask our nearest office or distributor 
for further information 


General@@Electric 
General Ofice Come aNy Wises .. 
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Look for This Ta 


Pega he ee 
7 Pas, 
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HIS Orange and Blue 
colored Tag on the Coil 
and the “BX” imprints on 
the Armoring, now identify 
all Senuine BX. 


Tag and Imprints guarantee 
you the highest quality 
obtainable in Armored Con- 
ductors. 


Be on the safe side by al- 
ways insisting upon the coil 
with the Orange and Blue 
Tag and the Imprinted 
Armor. 


Sis, 


SOOM RSS SORE... 
: ‘i 
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PACIFIC COAST 
\, REPRESENTATIVES 


$ — Los Angeles 
o joston ‘ Portland, Ore. 
& $ Chicago ~~ )f General Electric Company ehilin oon rt ea “na 
i ‘ ain ices ag a ices 
€ ’ Cincinnati sar WaelbSeNewYork PIONEERS OF THE INDUSTRY in Principal Cities Seattle 
oo Kansas City Spokane 
# « Milwaukee 
Eg Philadelphia 
Pittsburgh ts 
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An Interpretation of the 
Code 


(Continued from page 6) 


covered — it’s our old. friend, the 
‘Golden Rule’ expressed merely in a 
more detailed way. 

“To my knowledge,” continued Mr. 
Rost, ‘“‘none of the other’ three 
branches of the industry has gone on 
record with a Code of Ethics. This 
Code which the Electrical Supply 
Jobbers Association has officially 
adopted not only defines the func- 
tions of that particular branch, but 
clearly expresses the realization that 
it is related to the other three 
branches, and, consequently, must 
interest itself in what goes on in the 
entire industry. More significant, 
perhaps, the E. S. J. A. has officially 
gone on record as endorsing the so- 
called ‘Golden Rule’ as the founda- 
tion of all business dealings. 

“That is a mighty big thing, as I 
see it, and causes me to value my 
membership in the jobbing fraternity 
accordingly. When a national asso- 
ciation, and incidentally one that rep- 
resents a branch of the great Elec- 
trical Industry adopts a Code of 
Ethics based upon the ‘Golden Rule’ 
—well, the public may well congratu- 
late itself. For it tells the public 
that the electrical jobber understands 
his chief function to be one of service, 
and that he has recorded his inten- 
tion to render that service in har- 
mony with the ‘Golden Rule.’ More- 
over, the Code being brief, can be 
displayed to advantage in the display 
rooms of jobbing houses, a visible re- 
minder to all of its existence. 

“The Electrical Supply Jobbers 
Association of course presumed to 
speak for only the jobbng branch of 
the Industry. But a precedent has 
nevertheless been established. Per- 
haps some day there may be other 
codes having to do with electrical ac- 
tivities. Who knows?” 


Isn’t it also true, I asked, that 
rules or laws, generally speaking, 
express the will of the majority or 
of those in power; and that the mak- 
ing of such rules or laws presupposes 
the ability to enforce them? 


“T believe so,” he replied. ‘There 
again is where a code of ethics differs 
from mere laws or rules. As I see it, 
a Code of Ethics but merely expresses 
the sentiment that is in men’s hearts; 
it crystallizes and makes articulate 




















Throw the Switch in the Dark! 





' I ‘O the uninitiated a switchboard has always 
been a thing of danger and mystery. No 


one would think of groping for a switch in the 
dark. 


Sprague Safety Type Panel Boards are con- 
structed so that no current-carrying parts are 
exposed ; a main switch tells at a glance whether 
the current is ON or OFF. These features, 
coupled with the refined appearance of the panel 
and cabinet, account for the widespread popu- 
larity they have attained among those who are 
particular in their choice of equipment. 


Sprague Safety Type Panel Boards have 


been chosen for many of New Y ork’s lead- 
ing residences and commercial buildings. 


Write for bulletins. 





(SPRAGUE ELECTRIC WORKS) 


Main Offices Of General Electric Company branch Offices 
527 W.34h St. NewYork in Principal Cities 
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The Makers of 


the Famous Yellow 
Cab Select Denzar 


for their Office Lighting 


AOI CASI ORGS 


CAC OAM 
ee 3 


"Owed 
“o>~“ 


YELLOW CAB service, which had its ori- 
gin in Chicago, has now been established in 
more than 150 other cities and is still 
spreading. One company—the Yellow Cab 
Manufacturing Company of Chicago— 
makes all the Yellow Cabs you see throughout the United States. 
No motor vehicle could stand the gaff of continuous service, 
incident to the cab business until the engineers of the Yellow 


Cab Mfg. Co. designed the cab that has now become a national 


institution. 


| 
4 
> 
‘ 
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“Notice the 
Lighting 
Equipment” 


Wherever you go, whether 
te church, club, office or 
store ‘‘Notice the Lighting 
Equipment” and get your 
dealers to do likewise. It 
will reveal lighting ‘pros- 
pects for them—create new 
fields for sales—and let the 
world know that they sell 
Denzat. 


The same engineering talent that designed the 


Yellow Cab solved the problem of adequately lighting their 
offices by installing more than 100 Denzars in the office building 


illustrated above. 


This is merely one of scores of instances in which Denzar has 
been selected as the best obtainable lighting unit by men whose 
engineering knowledge enables them to discount ‘“‘selling talk” 
and get down to actual facts. The lighting unit that can be sold 
on a performance basis to hard boiled engineers is a good unit 
for the jobber’s salesman to sell and help his dealers sell. 


If you are not already thoroughly posted on the merits of Denzar 
drop us a line and we'll give you the facts and some suggestions 
on how to develop some profitable business in commercial light- 


ing installations. 


BEARDSLEE CHANDELIER MEG. Co. 


218 So Jefferson St. 





Chicago, III. 









the instincts for right dealing that 
have guided them up to that time. 
Observance of a code of ethics can- 
not be secured through the power of 
authorized force, as applies in the 
instance of laws. Its ability to get 
itself lined up to is in its according 
with men’s instinctive preference in 
the things that they do. For ex- 
ample, it is not fear of the law that 
keeps the great majority of men from 
committing murder; it is because in 
their souls they rebel at the mere 
thoughts of such things—their Code 
of Ethics is against it.” 

Then the only novelty about the 
Code of Ethics resides in its having 
been taken out of men’s hearts and 
put into type? I asked. 

“Undoubtedly,” he replied. ‘Look 
about you and on every side and 
steadily increasing in number, you 
find business houses striving daily to 
exemplify in practice just those 
things that the Code _ expresses. 
Otherwise, there could have been no 
Code of Ethics. Of that you can 
be sure.” 

Then it’s a pretty good old world 
after all, isn’t it? 

“It surely is,” he agreed. “The 
E. S. J. A. Code of Ethics helps make 
that evident.” 

















Here are two former G-E cronies who 
are hard to separate when they get to- 
gether. The fellow with his hands in his 
pockets is N. O. Brush, one of the pinch 
hitters of the C. J. Litscher Electric Co., 
Grand Rapids, and the other is H. C. 
Hafner of the Doherty-Hafner Co., Chic- 


- ago. The Ford is not in their class at 


all, for they should be parked in front 
of a Marmon or a Cadillac. 
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In DURABILT Products, Quality 


is the first Consideration 











To make a brand of “loom” is not enough for 
us. But to make DURADUCT a standard to 


which others are compared, to make it of the 
same high-grade materials in the same careful 
way, day in and day out, is both our aim and 
our achievement. 


And so it is with DURACORD, a portable 
cord for Heavy Duty, DURAFLEX, an 


armored conductor, and DURAWIRE, rub- 


ber covered wire and portable cord for light 
service. 


If, therefore, you are particular about the 
products you handle or use, specify 


DURADUCT when you want non-metallic conduit, 
DURACORD when you'need a tough portable cord, 


DURAFLEX when you want to insure safety with 
armored conductor 


and 


DURAWIRE when you want the best in rubber covered 


wire and portable cord. 


Tubular Woven Fabric Co. 


Pawtucket, R. I. 
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Williamson 
Lighting Fixtures 


A Challenge to Competition 





R. Williamson @ Company 


Washington @ Jefferson Sts. 
CHICAGO 
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Williamson 
Lighting Fixtures 


The Aristocracy of Fixturedom 





R. Williamson @ Company 


Washington @ Jefferson Sts. 
CHICAGO 
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The Modern 
“Open Sesame” 
Arabian Nights 
Up-To-Date 


Ali Baba, learning the 
magic words “Open Ses- 
ame!” from the Forty 
Thieves, was able to open 
the great stone door leading 
to the cave that held their 
treasure. 













The salesman today, us- 
ing the two words, “Union 
Fuses,” opens, as if by 
magic, the door to greater | 
sales opportunities. 









” 


Yet, there is no mystery in “Union 
Fuses. The prestige they enjoy in the 
electrical world is the result of their 
merit, plus advertising of the broadest 
scope. Through persistent publicity ex- 
tending over a long period of years, 
these fuses built by the oldest and 
largest manufacturers of fuses and 
electrical protecting materials in the 
United States, are known everywhere 
for their dependability and efficiency. 















When you say “Union Fuses” to the 
dealer you get a quick audience and a 
respectful hearing. Substantial orders : 
and re-orders are bound to come when NEC. STD 
: . A . OTHER PATENTS PENDING 
you tie up with this fuse. 
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The “Union”’ saves more than 


ANY other Renewable Fuse. 














— 








_———— 


. 
“Union” Fuses, both Renewable and 
Non-Renewable types, have the un- & " 
qualified approval of the National \ ie 
Board of Fire Underwriters in all 2 hin 
capacities of 250 and 600 volt. "hi 
UNION. 


Full selling particulars and Fuse =-WABL' 
Booklet on request. Drop us a line >= 
today! 


Chicago Fuse Mfg. Co. 


Manufacturers of Switch and Outlet Boxes, 
Cut-Out Bases, Fuse Plugs, Automobile 
Fuses, Renewable and Non-Renewable Fuses. 


CHICAGO NEW YORK 
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What and Why Is a 
Jobber? 

(Continued from page 14) 
vival-of-the-fittest process. It’s a job 
for you jobbers’ salesmen. 

The two things which keep the Gim- 
me Gang and Mr. Me-Too from dying 
of malnutrition are you and your cus- 
tomer. The customer’s soft heart 
which makes him throw sop orders to 
the under-dog salesman—the custom- 
er’s lazy head which makes him de- 
2line to think how these parasites affect 
his profit—your own failure to make 
the customer understand why he 
should concentrate his business with 
you instead of scattering it about— 
your tendency to believe that the cus- 
tomer is unfair in so doing, when as a 
matter of fact he’s only soft hearted 
or unthinking—there you have the 
four factors of the problem in a nut- 
shell. 

Can you solve it? 

If you're a real salesman working 
for a real jobbing house, you can solve 
it in your territory—which is the only 
slice of the United States that inter- 
ests you. But perhaps you're a Gim- 
me yourself, or a Me-Too. In that 
case, I’ve been talking to the wrong 
man. 





Wisconsin Contractors Meet 

The sixth annual convention of the 
Wisconsin State Association of Elec- 
tragists was held in Milwaukee, Wis., 
Jan. 24-26. John C. Schmidtbauer, 
vice-president of Julius Andrae & Sons 
Co., was chairman of the convention 
committee and P. R. Boole, vice-pres- 
ident of the G-Q Electric Co., was 
chairman of the entertainment com- 
mittee. 

Co-operation with central stations, 
radio, and small motors as a merchan- 
dising possibility were the subjects 
attracting the most interest. 


*¢ + 


New Power Station in St. Paul 

The Northern States Power Co., 
has announced that the construction 
of a $5,000,000 steam-turbine power 
plant in St. Paul, to generate 100,000 
hp., will start soon. This plant 
is to be the first step in an $80,000,- 
000 program hailed as the greatest 
electrical development yet projected 
in the Middle Northwest. Plans in- 
clude the St. Croix River development 
and others with a total potential out- 
put of 200,000 hp. 
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The Cap That Won’t Break 
Keeps Appliances in Use 

























= re There is a way to prevent the annoy- 
irs since every woman or man wil ing interruptions and delays in the use The C-H Dreadnaught Cap is like 
ly bay the the few cents extra for this of vacuum cleaners, washing machines, oak thas aol onaatin The 
irons, and other electrical appliances— at a ee oa 
delays that usually occur when the appli- Cae Ett f No. 7785. The Cap 


ances are first put into service. alone is CH No. 7788. 


The trouble due to breaking of caps is being eliminated by using 
the C-H aera Caps, which havea protecting enclosure of 
steel. There is no further danger of having electrical appliances 
condemned because some one trips over the cord or otherwise pulls 
the cap from the socket or receptacle and breaks it on the floor. 


A broken cap on an appliance just purchased reflects adversely 
on the appliance. 

To overlook the weakness of the ordinary cap used with portable appli- 
ances—is not going to benefit the manufacturer or the light and power 
company. The remedy can be had at a cost that is but a trifle compared to 
the cost of the appliance. 


A sample C-H Dreadnaught Cap will be sent to any manufacturer, or 
to jobber or retailer handling quantities of attachment plugs. 


THE CUTLER-HAMMER MFG. CO. 
Switch and Specialty Department 
Works: MILWAUKEE and NEW YORK 
Offices and Agents in Principal Cities 


mess Dreadnaught Plug 
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Make way for some new ideas 
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Comes through with the winners }_- 


A New Series<k 
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at this 
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BENJAMIN 
Duolet 


From the minds and hands of the masters, 
inventors and makers of the Original Two- 
Way Plugs, comes these big advances in 


design and construction. Note the exclus- i oc al et 


ively Benjamin features. 






Our nearest office will supply full information 


BENJAMIN ELECTRIC MFG. CO. 
847 W. Jackson Bivd., Chicago — 


247 W. 17th Street, New York 580 Howard Street, San Francisco § 24 
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o£ Two-Way Plugs 


and Wherever these new Two-Way Plugs have 
n been introduced there has been an immed- 


iate consumer acceptance. The advantages 
of these plugs are so quickly seen that they 
just sell themselves. 


po | a 
Duolet 


Smallest and lightest of Two-Way Plugs. 
Rugged, Sturdy and Good Looking. Molded 
Body, Brass Trim. Takes shade holder. 


Localet 


Lamp outlet is straight down, with bead for 
shade holder. Swivel plug end permits side 
outlet to be turned in any direction. 


Locatap 


Side outlet takes standard cap. Swivel plug 
permits side outlet to be turned in any direc- 
tion. Brass shell has bead and thread for 
standard shade holder. 


a — 


Our nearest office will supply full information 
BENJAMIN ELECTRIC MFG. CO. 
847 W. Jackson Bivd., Chicago 
0 § 247 W. 17th Street, New York 580 Howard Street, San Francisco 
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The 
HUBBARD 
Bo-Arrow 
Arm— 






































—and EIGHT reasons 
for its popularity 


Made of Open 
HearthSteel,bent to 
shape while hot, insur- 
ing freedom from flaws. 





Fits poles of any 
diameter without 
gaining or trimming. 





3 Allows triangular 
wire spacing while 
leaving the pole top 
clear for a_ straight 
Ground Wire Bayonet. 


ot q 4 Gives the line a 


minimum width 


The Hubbard Bo-A Arm is the stand- j a 
The Hetheet BeAwew oe Goes. and. maximum -clest 


mission lines with overhead ground wire. QNC@e from the ground. 





Permits the use of longer spans, since no two 
wires are in the same horizontal plane, by eliminat- 
ing the danger of wire swinging together. 


6 Removes the tendency for the pole to lean side- 
ways as the weights of the arm and wires are bal- 
anced on the pole. 


7 Fully as flexible as wood arm construction for 
double arming, dead ending and anchoring lines. 


8 The cost is surprisingly low. 


HUBBARD & COMPANY \ 


Pittsburgh - Chicago 













The Double Arming Set ; “ 


and Corner Bayonet | Ss s. 
Mey WR 























Things to Know About 
Fans 
(Continued from page 8) 


to admit of successful contradiction 
and it is a proven fact that electric 
fans in the home, office and factory 
will more than repay their cost in the 
increased efficiency and vitality of 
those working near them. 

The second important function of 
an electric fan is as a heating ma- 
chine. This may seem a paradox, but 
it is in reality an absolute truth. Effi- 
cient heating in winter depends upon 
three processes—production, radia- 
tion and distribution. Heat must be 
produced by combustion in some form 
and combustion requires oxygen for 
its support. An electric fan may be 
of practical assistance in this process 
by inducing an increased flow of air 
through the fires of home or indus- 
trial furnaces. What good does it do 
to pile coal into your furnace in cold 
weather if half of it is to go up the 
chimney as unburned gasses? In 
household heating plants the grate 
area and draft are limited and usually 
designed for ordinary winter tempera- 
tures. When severe weather comes, 
the house furnace is often inadequate 
and an electric fan blowing into the 
draft door is a big help. It increases 
the efficiency of combustion and ma- 
terially adds to the amount of heat 
produced by the furnace. Do not 
scoff at this plan until you have tried 
it, but remember it when the cold days 
of winter are upon us. 

After the heat is produced it must 
be radiated or it will pass up the 
chimney or remain in the furnace and 
be of little avail in producing com- 
fortable temperatures. Surely we all 
know that dead air is a most ex- 
cellent insulator. Why do we recog- 
nize the necessity of an attic above 
our house? It is the dead air in the 
attic which prevents the absorption of 
the sun’s rays directly through the 
roof into the house. Why do we put 
air spaces in our building walls? It 
is for the same reason. Then why do 
we permit a blanket of dead hot air 
to remain around the heating surface 
of our furnace or to accumulate about 
the radiator in our room? The 
rapidity of radiation depends entirely 
upon the difference in temperature 
between the heating element and the 
surrounding air. Consequently, when 
a furnace or radiator is surrounded 
by hot air, the slight temperature dif- 
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Cleveland's Finest Apartment Building 


Architects 
GeorGcE B. Post & Sons, NEw YORK AND CLEVELAND 


General Contractors 
JoHN GILL AND Sons, CLEVELAND 


Electrical Contractors 
THE DINGLE CLARK COMPANY, CLEVELAND 


Electrical Wiring Devices 
THE Bryant ELectric COMPANY, BRIDGEPORT, CONN. 
New York, Chicago, San Francisco 


On January first in Cleveland, Ohio, Wade In such a conspicuous building only the most 
Park Manor was opened for occupancy. conspicuously satisfactory materials could be 
This wonderful apartment building is a credit used, 

to the architects who designed it, the con- ae 

tractors who directed it and to the workmen Bryant Superior Wiring Devices were chosen 
who built it. as a matter of course. 


THE BRYANT ELECTRIC COMPANY 


Bridgeport, Connecticut 


New York CHICAGO San Francisco 
342 Madison Ave. 844 West Adams St. 149 New Montgomery St. 
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Electric Service” 


“Guardians of 




































“CIRCLE T” 


MOTOR STARTINGSWITCHES 


WITH OVERLOADING PROTECTION 
POSSESS UNUSUAL SELLING QUALITIES! 


“Circle T’” Motor Starting Switches 
have overload protection supplied by 
the two inverse-time protective plugs 
shown in illustrations. The plugs con- 
tain a stationary contact post with 


heating coil (A) and fusible link (B) 


to the stationary post. The fusible link 
is of two parts held together by a low 
fusing alloy. 

In event of an overload, the heat 
from coil A melts the alloy sufficiently 
to release the spring contact, thereby 
breaking the circuit. The spring con- 
tact takes position.(D) when circuit is 
broken. 

The short lapse of time required to 
heat coil (A) prohibits momentary in- 
rushes of starting current from fusing 
alloy link. f 

“Circle T’’ Motor Starting Switches 
with overload protection for motors 


Repeat Orders for rated’ 5 MD. Pi and undér “110-220 


440-550 volts equipped with snuf-arcs 


h th a! iia 
The Salesman Learn them by aabinig tow ond pa oc 


Bulletin 54. 


Jobbers’ Salesmen selling “Circle T” 
Motor Starting Switches with overload pro- 
tection are inviting the dealer's faith in 
themselves and their line. 


They're finding repeat orders the usual 
thing and profits for themselves and their 
houses of attractive size and quantity. 


There’s an actual market for ‘Circle T” 
Motor Starting Switches with overload pro- 
tection, created by our dealer and con- 
sumer advertising and the quality product 
itself. ‘‘Cash-in’’ on this big seller. 


The Trumbull Electric Mfg. Co. 


Plainville, Conn. 


New York Chicago Philadelphia San Francisco 
114 Liberty St. 40 S. Clinton St. Boston 595 Mission St. 
















Electric Service” 





“Guardians of 








which binds a spring contact arm (C). 








ference cannot permit maximum radi- 
ation. Yet we can readily remove this 
blanket of hot air by the use of an 
electric fan and greatly increase the 
effectiveness of our radiators. Try 
blowing your fan into the cold air 
duct or water pan door of your fur- 
nace and increase the circulation of 
air around its heating surfaces. Also 
blow a fan directly on your radiator 
when the house is cold in the morn- 
ing or when severe temperatures make 
your heating plant seem inadequate. 

The last important requirement of 
efficient heating is the distribution of 
the radiated heat. The means of do- 
ing this are similar to those just 
described for increasing radiation. 
Which of us does not remember the 
old days of the stove and grate. The 
best we could hope for then was a hot 
spot in the center of the room en- 
tirely surrounded by uncomfortable 
coldness. Blow your fan directly on 
your radiator or stove or place it to 
blow across the front of your grate. 
You will find that not only is the 
radiating efficiency of these appliances 
greatly increased, but the warm air 
is distributed to all parts of the room 
and a uniform comfortable tempera- 
ture is quickly produced. 


These plans are not theories or the 
product of the fertile imagination of 
the advertising man or sales agent. 
They are facts which have been dem- 
onstrated by scientific tests. In many 
cases temperatures have been taken 
before and after such experiments and 
in each case the rise in room tempera- 
ture has been so marked as clearly to 
demonstrate the practicability of 
these methods. Not only is increased 
comfort obtained, but a material sav- 
ing can be produced in the coal bills 
by reason of the increased efficiency 
of the production and use of the heat 
derived from the coal. 


There is one last important func- 
tion of the electric fan which is gen- 
erally understood, but as yet has not 
received general application. I refer 
to the imperative necessity of good 
ventilation, both in office and home, 
and to the simple manner in which 
this condition may be obtained by the 
use of the electric fan. In the factory 
there are many departments where 
noxious and injurious fumes are pro- 
duced and where the air may be made 
fresh and healthful by the use of an 
exhaust fan. In the home it is im- 
possible to cook without producing 
vapors and odors which are injurious 
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Tell consumers during 1923: 


“The right Edison Mazpa Lamp in every socket 
of your fixtures will give you Better Light” 


THIS makes practically every wired 
home a prospect for new lamps from 
cellar to attic, and will stimulate fix- 
ture sales. For a consumer who 


buys new lamps for the purpose of 
getting better light from present fix- 
tures is an easier prospect for new 
fixtures and convenience outlets. 


We'll tell them with advertising 


ULL PAGE advertisements, in 

colors, will becarried throughout 
the year in the Ladies’ Home Jour- 
nal, Saturday Evening Post and 
Good Housekeeping, which go into 
five million homes. They will take 
the consumer through each room of 
her home, show how the right lamps 
in her present fixtures will improve 
the lighting, tell what the right lamps 


are and prepare her for the Edison 
Mazpa Lamp representative’s sales 
effort on behalf of new fixtures and 
additional outlets. 


Reproduced here in miniature is the first 
advertisement, dealing with the living room. 
Note the tests by which the consumer can 
convince herself that she needs new lamps. 
This page, in four colors, will appear in the 
February Ladies’ Home Journal and the 
March Good Housekeeping. 
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You tell them with your windows 





HOWN HERE is the first of the window dis- 
play sets which we are furnishing to Agents 
and central stations who tie up with the Right 


Lamp Campaign. 


This is only one unit of our dealer helps for 


Se ast icaiac oni 


EDISON MAZDA LAMP. 


“jn every fixture will giwe you better heht 





1923—and all the rest shoot at the same target 
—“The right Edison Mazpa Lamp in every 
fixture will give you better light.” 


For further information, write today to the 





nearest district office serving you. 
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Adapt-A-Lite Portable 


A compact, handy lamp that clamps, 
hangs or stands anywhere and keeps 
its own cord taut, sightly and clean. 


The Adapt-A-Lite 
Automatic Reel Builds 
Steady Profit 


Adapt-A-Lite is proclaimed everywhere to be the 
most convenient of portable lamps. 











It clamps, hangs or stands in any position and 
always keeps its cord taut and clean. 


It is unexcelled for reading, writing, sewing, 
shaving, etc., where directed illumination is a neces- 
sity. 


The extension model is ideal for the pantry, 
storeroom, closet, garage, store or workroom— 
always ready to put light in those “hard-to-see” 
places. 


Adapt-A-Lite has the protection and quality 
guarantee of the Appleton trademark, found also 
on Unilets, Uniduct, Reelites and AutoReelites. 
You will find sales easy—Adapt-A-Lites have a 
consumer appeal that makes the dealer come back 
for more. 





Adapt-A-Lite 
Extension 


APPLETON ELECTRIC COMPANY The hendy cntinaion wiih 


Factory and General Offices: an Automatic vee! for 

é F ts, 

1708 Wellington Avenue at Paulina store ‘rooms, or with any 
electric appliance. 

CHICAGO. LIST PRICE ..... $3.50 





Apapt-a-LitE 








to health. There are on the market 
today small ventilating fans which 
can be installed in window or wall 
and which will quickly withdraw 
these noxious fumes and dust from 
the house. In winter the problem of 
providing fresh air is a difficult one 
as open windows produce drafts that 
are both uncomfortable and dan- 
gerous. A ventilating fan exhausts 
the air from the kitchen and draws 
in fresh air through every crack and 
opening in walls and windows. It 
gradually replaces the air in the en- 
tire house without opening windows 
or producing any discomforting effect. 


So we see that the electric fan is 
not a new invention of limited use, 
but the development of the centuries. 
Probably there is ne article which is ~ 
used in so many forms in so many 
countries or which has had more uni- 
versal application to the activities of 
both ancient and modern life. Its 
advantages are appreciated by many 


‘| and this appreciation is growing 


rapidly. As a cooling machine no 
further comments are needed, but 
there is no doubt that the other uses 
of this valuable contrivance are not 
yet receiving the consideration to 
which they are entitled. 





Building Publication to Pro- 
mote Electrical Equipment 

It is significant that publishers of 
building trade magazines are coming 
more and more to recognize the im- 
portance of advocating complete elec- 
trical equipment. 

These trade papers constitute a 
powerful selling organization for the 
electrical industry, for with the archi- 
tect and builder sold on the idea that 
adequate wiring is essential, the owner 
may be convinced much more readily. 

In co-operation with The Society 
for Electrical Development, the 
American Builder, published in Chi- 
cago, will start an electrical depart- 
ment with its March issue. Each 
month plans and exterior photographs 
of a model Electric Home will be fea- 
tured. In addition, articles will fea- 
ture lighting fixtures, appliances and 
equipment. Other articles will set 
forth the advantages to the architect, 
builder and owner of having a com- 
plete modern electrical installation in 
all buildings being erected or remod- 
elled. 

From six to ten pages will be given 
up to this department each month. 
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How To Build Business Around Lighting 


This is one of a series of advertisements written 
by men in the field who know best the way to 
Build Their Business Around Lighting, and 
whom experience has taught that such business 
building is extremely profitable. 


NATIONAL 


MAZDA LAMPS 
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Emerson Junior 
for 1923 is the same 
good fan as last 
year and there'll 
be more of them. 


Emerson Junior is 
a 9-inch Emerson 
induction fan at a 
popular price. 
Emerson quality 
construction all 
through - same shaft 
and bearing as 
larger Emersons -the 
same 5-Year Factory 
Guarantee. 


New Bulletin No. 
4024 shows Emerson 
Junior and the com- 
plete line of 
3-speed Emerson 
oscillators and 


ceiling fans includ- 


ing the new Emerson 
ceiling fan for 
direct current. 





This and the 
Bulletin of Sales 
Helps for the 
dealer will be sent 
promptly if you ask. 


The Emerson Electric 
Mfg. Co. 


St. Louis 








New York 














Display Lines in Hotel Rooms 
to Assist Salesmen 


Sample displays to assist contrac- 
tors and dealers in the purchase of 
wiring devices, fixtures and other 
electrical supplies have been installed 
by the Lewis Electrical Supply Co., 
Boston at Salem and Worcester, 
Mass., according to a recent statement 
by R. J. Davis, sales manager. The 
plan is based upon the belief that 
comparatively few contractor-dealers 
are thoroughly versed in what the 
jobber has to offer, and as a conse- 


quence fairly representative lines of 
samples were installed in rooms at the 
Essex House, Salem, and at the Hotel 
Warren, Worcester, being placed in 
charge of T. A. Russell and Lawrence 
W. Smith, representatives of the com- 
pany in these two cities. 


Under this arrangement it is pos- 
sible for the salesmen to show pros- 


pective customers different items of. 


their lines, and to explain their fea- 
tures without interruption. Arrange- 
ments have been made for permanent 
displays of this kind. No warehous- 
ing is done, but the maintenance of a 
line of samples has been found to fa- 
cilitate the examination of material 
by prospective purchasers, and_ to 


broaden their ideas of the service ren- 
dered by the jobber. 

According to Mr. Davis, the re- 
sults indicate that the plan is proving 
successful because his company is 
making sales of items never before 
ordered by some of its old customers 
and also making sales to many new 


customers, 
* * * 


Changes in Langstadt-Meyer 
Co 


August H. Meyer has been elected 
president of the Langstadt-Meyer Co., 
Appleton, Wis., replacing A. C. Lang- 
stadt, who is no longer connected with 
the organization. R. S. Saxton, for- 
merly manager of the Milwaukee 
branch of the Westinghouse Lamp Co., 
will be associated with the company 
as vice-president and sales manager, 
and J. G. Harvey, formerly sales 
manager of the Luxam Electric Co., 
Fort Wayne, Ind., as manager of the 
company’s Oshkosh branch. 


- = = 


E. E. Brooks Makes Change 


E. E. Brooks who has been on the 
sales staff of the Post-Glover Electric 
Co., Cincinnati, for a nunsber of years 
recently resigned to accept a position 
with the R. W. Lille Corp., sales en- 
gineers, New York City. 








The Wesco Supply Co., St. Louis, Mo., held its sales conference the week of 
January 15. In the above group, back row, reading from left to right are: Messers. 
McKay, Joseffy, Williams, Hein, Bowler and Meyer. 


Front row, left to right are: 


Messers. McCauley, Diehm, Underwood, Haege, 


Fricke, Arnold and Westmark. The men in the back row operate entirely in St. 


Louis and East St. Louis. 


In the front row, Mr. Haege is chief sales agent, Mr. 
Fricke is lighting engineer and Mr. Underwood engineer sales department. 
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Original i Sinai 
Principle of = Simplicity 
Interchangeability t 4 ' Standardization 


PUSH BUTTON 


S-27 
KEYLESS 


. = 


S-47 i S-66 
PULL 250 W. oe ae 


Lae _—_—  Shurlok 
Bases to 3 gue ate | GStandard 
Choose from. | | i (» lypes 


Mechanically Right 
Few parts to stock 


Your Jobber has them-— ask him today. 


Pass & Seymour Inc.Solvay,N_Y. 








THE JOBBER’SMJSALESMAN 


















































Christopher Columbus,- with his 
characteristic persistency, finally se- 
cured from Queen Isabella, ships in @& 






which to sail the seas in search of % , 
concrete evidence that the earth was wy 
round and that land laid to the west. 4 
This episode in the life of 
Columbus reveals him as 2% 
master salesman, attain- 
ing objectives under the 
most distressing cir- 
curastances. 4 












History’s Salesmen 


EFORE Columbus could pre- 
sent his theory and expect 
favorable consideration, it was 
necessary to overcome more than 
fourteen centuries of belief that 


the earth was flat. 
Indeed, it was no small task. 


Salesmen of today, who sell the 
Shelton Violet Ray find sales re- 
sistance practically eliminated 
through years of dealer and con- 
sumer advertising. 


The use of the Violet Ray has 
been exploited; its many benefi- 
ciary, applications proven. Sales 
during the past year went beyond 
all expectations. This new year is 
filled with opportunities for more 
and bigger sales. 


Get your share of the Violet Ray 
business during 1923—sell the Shel- 
ton Violet Ray, along with Shelton 
Vibrators. 


Write for our Catalog 
and Discount Sheet. 


SHELTON 
ELECTRIC CO. 


16 E. 42nd St., New York City 
30 E. Randolph St., - Chicago 










Montana Electric Opens Retail 
Store 

The Montana Electric Co., Ana- 
conda, Mont., has entered the retail 
electrical business. This firm has been 
in the wholesale business for the past 
30 years. The firm has taken over 
the state agency for the products of 
the Radio Corporation of America, and 
a radio expert will be in charge of the 
department devoted to this class of 


merchandise. 
* &# # 


Latham Visits South America 


E. B. Latham, president of E. B. 
Latham & Co., New York City, sailed 
Jan. 25 on the S. S, Santa Ana for 
an extensive South American trip. He 
will return April 1. 

His itinerary includes stops at 
Cristobal, Balboa, Callo, Mollendo 
Arica, Iquique, Antofagasta, Coquim- 
bo, Valparaiso, Mendoza, Buenos 
Aires, Rio de Janeiro, Trinidad and 
Barbados, with side trips to Monte- 
video and Santos. He will cut across 
country from Montevideo to Valpa- 
raiso, a distance of 888 miles, crossing 
the Andes. This will be a combined 
business and pleasure trip. E. B. 
Latham & Co. do a very considerable 
export business, in fact Mr. Latham 





confined his efforts wholly to export 
trade in the beginning and has al- 
ways devoted considerable attention 
therefore to it. The trip will present 
opportunities to study conditions in 
the export line, aside from that phase 
of it, Mr. Latham has personal finan- 
cial interests in most of the South 
American states visited. 
* * %* 
Deming Adds Electrical 
Department 

Word comes from W. M. Deming, 
president and general manager of the 
Atlantic-Pacific Radio Supplies Co. of 
San Francisco, that his firm is about 
to add an electrical department to its 
radio business. The new department 
will function as a factory distributor 
for standard electric lines of Ameri- 
can manufacturers, new radio lines 
will also be added, and the sales force 
will be greatly increased. Deming 
states that many such lines have al- 
ready been offered the company. 
Finances for the expansion program 
have been provided by the sale of 
$250,000 capital stock, 85 per cent of 
which it is said was subscribed by 
present stockholders. 

Every one worth while in the elec- 
trical industry knows “Bill” Deming, 

















The above picture shows V. T. Jennings of the Inland 


INLAND ELECTRIC CO. 





any, 14 North 


Electric Com 


Franklin street, Chicago, beside a pile of switches, receptacles and plates manufac- 
tured by Harvey Hubbell, Inc., and Hart & Hegeman Mfg. Co., which he sold in a 
three-day drive. The illustration shows 178 cases and there are 57 cases yet to come 
from the factory. These orders total 28,915 switches, receptacles and plates, com- 
prising all the switches and receptacles and plates for fifteen large Chicago build- 
ings and one building for Omaha, Neb. This is probably the largest number of 
switches and receptacles ever sold by any one man in anything like this time. 
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Packed in handy, attractive, brown and 
blue packages holding four fuses; also 
in standard cartons of 50 and 500. 








CLEARSITE 


Reg. U. S. Pat. Off. 


PLUG FUSES 


Experience has shown four fuses to be the convenient package and twenty-five 
cents the popular price. At this price the user will buy several packages; obtain- 
ing all the required capacities without needless expense. 


The Clearsite retail package has added advantages to the dealer; it reduces stock 
handling costs—eliminates all expense for wrapping. Direct from shelf to cus- 
tomer at a cost of about one half cent for packaging—cheaper than the dealer 
can wrap up four loose fuses—this Clearsite four-package makes for greater speed 


and economy in sales transactions. 


Here are ten sound, sure selling arguments:— 


1—Easily inspected. Capacity plainly visible. 


2—Small, strong, clear window permanently 
attached. 


3—Link melts immediately under the window. 
4—Economy “Drop Out’”’ Link used exclusively. 
5—Insulation cap has fluted grip. 

6—Screw shell is securely fastened. 
7—Breakage eliminated in handling or use. 
8—Lighter weight minimizes freight costs. 
9—Priced right to dealer and customer. 


10—Packed in usual standard carton quantities and in 
attractively colored retail packages. 


Have your dealers write for details of our consumers’ retail package and 


merchandising plan; also counter display stands. 





Economy Fuse & Mfg. Company 


Greenview Ave. at Diversey Parkway 


CHICAGO, U.S.A. 
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Electrical Appliances 


We made them good—their usefulness made them famous 
, All Nickel Plated 
HEU T WILL pay you in volume of sales and in sub- 
1 es | stantial profits to stock Redtop business-getting 
electrical appliances. Nationally advertised— 
widely demanded—reasonably priced. 
No. 450— Upright Toaster 
with — self-adjusting bracket. 
Price $4.50. 








No. 104—Stove and Toaster, $6.25. Aluminum 
Cooker Set, $1.50. With this combination you 
can grill, boil, fry and toast. 
same time. 


Two operations at 








No. 208—Duplex Kitchenette and Toaster. 
Two heat regulation. Price $9.50. Tested 
and approved by Good Housekeeping 
Institute. 
No. 324—Three Heat Iron. High, Low and 
Medium, $7.50. Tested and approved by 
N. Y. Tribune and Good Housekeeping 
Institutes. 








Size 7” by 14” 


Sole Mfrs. of The Fitzall Plug 
Send for catalogue and trade prices. 


REDTOP ELECTRIC CO., INC., 


8 West 19th St. 
New York City 
















































Whatever You Want to Know 


Every electrical product manufactured in the United 
States is listed in the E M F Electrical Year Book, to- 
gether with an unbiased list of the manufacturers of each. 
There are also over 5,000 trade names listed, with infor- 
mation about the product and who makes it; and a com- 
plete directory of all electrical manufacturers. 


There is hardly a question that could arise about elec- 
trical products or manufacturers that couldn't be speedily 
and authoritatively answered by the E M F Electrical 
Year Book. 


Why not cultivate the habit of using 
this time saving source of information? 


The 1923 edition is now on the press 


Electrical Trade Publishing Co. 


53 W. Jackson Boulevard 
CHICAGO 

















erstwhile publisher of the Journal of 
Electricity, later president of the 
Electric Supply Co. of Memphis, 
Tenn., which affiliation he still retains, 
and now directing genius of the At- 
lantic-Pacific Radio Supplies Co. In 
the latter role he is ably supported by 
T. D. McMullen, secretary and as- 
sistant general manager, and also di- 
rector in and secretary of the Majes- 
tic Electric Development Co. of San 
Francisco, of which he was sales man- 
ager until recently. 


The Atlantic-Pacific Radio Supplies 
Co. has attained considerable promi- 
nence in the radio business, as the or- 
ganization which placed A-P vacuum 
tubes on the market, and more recently 
as the exclusive distributor for a radio 
receiver which it is said functions 
with remarkable efficiency over both 
short and long distances without either 
an aerial or ground connection, using 
only a short piece of lamp cord as an 
indoor antenna, a set familiarly known 
to radio fans as the Oard Phantom 
Receptor, made in Stockton, Cal. The 
company is also distributor for the 
following radio lines: Cutler-Hammer 
rheostats, Alden-Napier sockets and 
dials, Carter radio plugs and jacks, 
Dayton variometers and variocouplers, 
Westwyre variable condensers, Pacent 
electrie plugs and jacks, and Phila- 
delphia storage batteries, and A-P 
radio sets, parts, and supplies, which 
the company manufacturers in its own 
plant. 

* * * 


Elliott-Lewis Sales Force 
Increased 


The Elliott-Lewis Electrical Co., 
1017 Race street, Philadelphia, has 
added several new salesmen to take 
care of its increasing business and to 
assure better distribution. The com- 
pany has recently leased 15,000 sq. ft. 
of additional warehouse space to pro- 
vide for enlargement in its stock. 
Frank R. Elliott is president of the 
firm. 

* * * 


Walker Now With Parr Electric 


Phil. M. Walker, formerly with 
Stanley & Patterson, New York City, 
for six years, has joined the sales 
force of Parr Electric Co., 77 Warren 
street, New York City. Prior to his 
connection with Stanley & Patterson 
he was connected with the Northern 
Electric Co., Ltd., Montreal, Que. 
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The Business Outlook 
for 1923 


INETEEN twenty- 

three opens with the 
general business situation 
substantially better than at 
the beginning of 1922. 


The country’s credit 
structure is stronger than 
it was a year ago, largely 
through the liquidation of 
bank loansand the accumu- 
lation of adequate reserves. 


Production is practically 
normal throughour the 
country as a whole. Un- 


The extraordinary nation- 
wide activity in building 
continues. The general 
price trend is upward. In- 
creasing demand for com- 
modities and services 
brings business expansion. 


Railway traffic is grow- 
ing in volume, and will 
necessitate a considerable 
addition to transportation 
equipment, which should 
benefit a large number of 
‘industries. 


Guaranty Trust Company 


The buying power of 
the farmers is substantially 
greater than at the begin- 
ning of last year, as a con- 
sequence of better crops 
and increased prices for 
farm products. 


The country’s foreign 
trade is well maintained, 
despite disturbed condi- 
tions and the slow eco- 
nomic revival in some of 
the countries upon which 
American producers de- 
pend for markets. The 
commerce of the world 
flows more freely and its ex- 
changes are more normal. 


There are, in brief, many 
evidences of economic 
strength and of further pro- 
gress at the beginning of 
the current year. And con- 
sequently there will be 
increasing need in 1923 
for such complete national 
and international banking 
facilities as this Company 
offers. 


of New York © 


employment is negligible. 














Tus forecast by one 
of America’s foremost 
financial institutions ap- 
plies directly to you. 


Any such general im- 
provement in business ob- 
viously means increased 
demand for the goods 
you sell. 


Railroads must buy. In- 
dustrial plants must buy. 
Building construction re- 
quires a wide range of 
products. 


You will benefit in pro- 
portion to the efforts you 
put forth. 


Your salesmen must be 
active, but they cannot 
be always with your cus- 
tomers—a catalog can. 


The right kind of catalog 
is your most productive 
investment. 


Why wait longer? 


Word from you will bring 
our Electrical Supply 
man to outline in detail 
the advantages to your 
business of the best cata- 
log yet devised — 


THE COLUMN UNIT CATALOG 


National Standard Size 





WYNKOOP HALLENBECK CRAWFORD COMPANY 


Printing Headquarters 


Compilers and Printers of Electrical Supply Catalogs 





80 LAFAYETTE STREET 


NEW YORK CITY 
































THE JOBBER’S[A]SALESMAN 








Plans Being Developed to Ex- 
tend “Wired Wireless” 


The demonstration of a new and 
unique method of communicating and 
broadcasting over electric light and 
power lines, by means of General 
Squier’s system of “wired wireless,” 
at the Bureau of Standards in Wash- 
ington Jan. 8 indicates that within a 
short time all consumers of electric 
current may be able to plug in their 
radio sets to their lamp sockets and 
receive information and entertainment 
broadcasted by the large light and 
power companies, The system is con- 
trolled by The North American Co. 
of New York, which owns and oper- 
ates the lighting utilities of Cleveland, 
Milwaukee, St. Louis and a number 
of other cities and which has secured 
an exclusive license under General 
Squier’s patent rights for this pur- 
pose and is now developing the plan. 

With the aid of a small condenser 
in series with vacuum-tube receiving 
sets on a special plug, consumers of 
electricity will be able to receive 
broadcasts from their electric wires 
just as they get “juice” to operate 
the flat iron, electric toaster or hair 
curler today. One button will pro- 
duce “jazz,” another news and a third 
grand opera, as soon as the power 
companies start broadcasting over 
Jobber’s Salesman 11X —1-17—Fox 
their wire systems. The ether will in 
no way be disturbed by this sort of 
direct radio broadcasting, and Secre- 
tary Hoover will not have to assign 
wave lengths or worry about interfer- 
ence with other stations using the 
ether—there will be no interference 
as the air is not used. 

With the aid of a regulation broad- 
casting set at a substation of the Poto- 
mac Electric Power Co., messages 
were transmitted over this company’s 
lines, carrying 2400 volts of alterna- 
ting current, to the Signal Corps La- 
boratory, Bureau of Standards in 
Washington, where they were re- 
ceived by means of a tube set coupled 


with condensers. The sending station 
was located at Georgetown. The wave 
which followed the wires was of 5000 
meters or 30,000 cycles and a trans- 
mitting current of 0.050 amperes was 
employed. 

Following tests of General Squier’s 
invention in Cleveland last May and 
further trials in New York in August 
the North American Co. concluded 
that a practical application of the sys- 
tem was of value and would permit 
the furnishing of a: additional im- 
portant service to lighting and power 
customers. Since October, R. D. 
Duncan, Jr., chief radio engineer of 
the company, has been perfecting the 
methods. 

At the public demonstration made 
in Washington on Jan. 8, Mr. Duncan 
made the following statement: 








Here are the three men who are respon- 
sible for the affairs of the southern district 
of the California Association of Com- 
tractors and Dealers. The man with all 
the hair on the left is Robinson (Bob) 
Farmer, secretary of the association; in 
the center is H. L. (Hal) Miller from 
Pasadena, and on the right is Lou Gans, 
operator of three enterprising electrical 
stores in Los Angeles, and chairman of the 
southern district. 


“In co-operation with the Potomac 
Electric Power Co., experiments have 
been under way for some time during 
which the voice has been transmitted 
over the high voltage lines of the lat- 
ter company from the Georgetown and 
the Tennelytown sub-stations and re- 
ceived at the Bureau of Standards and 
at different points in Chevy Chase 
and Maryland. This system of com- 
munication, referred to in the past as 
“wired wireless,” is the invention of 
Major-General George O. Squier, at 
present Chief Signal Officer, U. S. 
Army, and consists essentially of sub- 
stituting for the transmitting and re- 
ceiving antennas of radio stations, the 
electric light wire net work of a city. 
Instead of the high frequency energy 
being radiated through space in all 
directions as with radio, it is confined 
and directed to flow along definite 
paths from the transmitting station to 
the various receivers. During the re- 
cent experiments the two sets of trans- 
mitting apparatus were connected 
through special circuits to the 2400 
volt three phase distribution system. 
The receiving apparatus was plugged 
directly into the light socket as is 
done with an electric iron, toaster or 
other familiar appliance. 

“The broadcasting was carried on 
simultaneous with the normal opera- 
tion of the electric power system, 
there being no interference with either 
system by the other.” 

> & & 


Carrier Current Communication 
Shows Radio’s Versatility 


Before representatives of all the 
larger light and power companies of 
the United States, an amazing new 
use of radio was brought to light re- 
cently when it was demonstrated that 
voice conversations could be carried 
on by means of radio waves over 
high-tension power lines, without the 
use of switches and just as are done 
in the ordinary telephone connection. 

The test was carried out between 
experimental stations located in the 
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APPARATUS THAT RADIATES QUALITY 


Remler Mold : Remler Bakelite Dial with Remler 180° Vario-Coupler 
Yuen tees se Knob and Bushing, No. 100 No. 503 
Price, $7.50 Price, 75c . Price, $5.40 


Dependable 
Radio Merchandise 


The Nation-wide Quality Reputation that Remler holds is causing the biggest radio dealers throughout 
the country to standardize on Remler Apparatus. 

Quality Apparatus—Sound Merchandising Methods that protect the dealer's profits backed by National 
Advertising—Dealer Helps—Jobber Distribution— these features will maintain the name Remler—will con- 
stantly and consistently build bigger profits for Remler dealers—will make Remler an even greater factor 
in the Radio field than it is today. 

Now is the time for you to get ready for the quality demand that is here. Remler, the Quality Ap- 
paratus, offers you a wonderful opportunity to build bigger, better, and more profitable sales. 


NEW REMLER CATALOG 


Send for new 40-page Remler Catalog containing circuit diagrams for Remler Apparatus and other 
useful information, including a table of inductance, capacity and wave length. 


“ers. ‘Remler Radio Mfg. Co. pesto armen 


San Francisco, Calif. Dept. J Chicago, Ill. 


Remler Heavy Duty Rheostat 
m ne ee No. Reinf 4 Molded No. 813, Panel Type 
an ‘ Reml : , 
Price, 13% amps. Tying Giblin-Remler Inductance Coils Bakelite Tube. Socket 7 Price, 3 amps. — 
one, $1.00 20 to 1500 Turns No. 92 : capacity, $1.75 
Price, RU Resistance Unit Maximum Inductance and Min- Price, $1.00 Price, RU Resistance Renewal 
Renewal, 20c imum Distributed Capacity ce, 91. Unit, 25c 
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The young lady radio enthusiast shown above is Miss Marilyn Bucher, daughter of 


EK. E. Bucher, sales manager of the Radio Corporation of America. 


Evidently, from 


the amount of equipment installed, Mr. Bucher believes in his own stuff. 





Colfax and Brunots Island power sta- 
tions of the Duquesne Light Co., 
points located about 30 miles apart, 
by engineers of the Westinghouse 
Electric & Mfg. Co., and the power 
company. It was also demonstrated 
that this system could be used for 
remote control of all manner of 
apparatus. 

For a long period of time the West- 
inghouse company has been working 
on a method of carrier current con- 
trol for use in central power stations 
and electric railways, or other points 
using high-tension electrical lines. 
The idea behind the whole scheme is 
to superimpose. radio waves on the 
power lines and thus make use of ra- 
dio transmitting and receiving for 
both voice communication and control 
of remote switches. 

In this work the Dugesne Light Co. 
has co-operated and provided experi- 
mental stations at its power stations 
in Brunots Island and Colfax, Pa. 

Preliminary research work on ordi- 
nary transmission lines and feeder 
circuits had indicated that the use 
of wired-wireless communication was 
simple and effective on such lines. 
But when trying out the Duquesne 
Light lines it was found that its sys- 
tem was so complicated and extensive 
that many additional problems had 
to be solved before it could be dem- 
onstrated that carrier current des- 
patching could be done successfully. 

The members of the radio sub- 


committee of the National Electric 


Light Association, members of which 


are representative of all light and 
power companies of the United States 
decided to hold a meeting in Pitts- 
burgh especially to see a demonstra- 
tion of this revolutionary method of 
communication and control. 

The test held Jan. 11 was entirely 
successful and demonstrated conclu- 
sively that this method of interlacing 
the telephone with the power lines 





would soon be a feature in the plants 
of more progressive companies, 

It was demonstrated in a small 
room of the power plant in Colfax, 
where the committee had assembled, 
that the carrier current system of 
telephony allowing communication 
over high-tension lines besides saving 
an additional right-of-way does away 
with the great noises and high in- 
duced voltages which operators so 
much dread in talking along lines 
that parallel high-tension systems. 

The new system was demonstrated 
over a 66,000-volt line and is uniqu 
in that the system is duplex and 
operates as does the ordinary tele- 
phone. When the telephone receiver 
is unhooked, the transmitting station 
automatically starts up. allowing talk 
in both directions without any switch- 
ing. This feature is entirely new in 
radio, as all other transmitting and 
receiving must be done by switching 
back and forth, because a_ station 
transmitting will not receive mes- 
sages. The transmitting apparatus 
must first be switched off and the re- 
ceiving circuit switched in. How- 
ever, all this is done away with in 
the newest of systems. 

The calling or ringing of numbers 
is selective and operated by special 
selector keys which cause the bell to 
ring only at the station desired. This 
eliminates the distractive code ring- 
ing and allows station operators to 
keep their minds on their work. 











It is well known that music is essential in filming various emotional scenes in 


movie plays. 
cert. 





Wesley Barry is shown here drawing his inspiration from a radio con- 
The customary orchestra has been dispensed with in this case. 
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New Radio Products, Illustrated 








The Moock Electric Supply Co., Canton, Ohio, has placed 
on the market the “Asco” No. 11 tube socket, designed for 
use with the Westinghouse dry-battery tube, WD-11 de- 
tector and WR-21 A amplifier. The socket is claimed to 
afford the construction of an efficient and inexpensive set, 
using either detector or one or two stages of amplification. 








For the reception of continuous wave signals and radio- 
phone concerts and for closer tuning is the “Senior” con- 
denser recently brought out by the Mazda _ Radio 
Manufacturing Co., 3405 Perkins avenue, Cleveland, contain- 
ing two built-in veniers. Any given signal can be picked up 
at different taps on the primary control by varying the 
condenser. A. gear train has been added, and by the use of 
a separate knob the movable plates may be rotated through 
a 7-to-1 reduction drive. 





The Federal Telephone & Telegraph Co., Buffalo, New 
York, has placed on the market its No. 56 reciever, compris- 
ing a detector and one stage of radio frequency amplification. 
It is especially designed for use in connection with other 
amplifying units when long-distance reception is desired and 
small aerials or loop antennas are employed. 





The Empire Radio Corp., 271 West 125th street, New 
York City, has developed a new line of radio parts in 
separate units that can be assembled into a complete re- 
ceiving set. A vacuum-tube detector, a tuner and two 
stages of amplification with the loud speaker are shown in 
the illustration. This permits the amateur operator to ex- 
pand his equipment as he desires. 











A new battery switch has been placed on the market by 
the Radio Improvement Co., 25 West 48rd street, New York 
City, which provides a simple means for connecting or dis- 
connecting an “A” battery. This company has also brought 
out a double-circuit jack supplied with binding posts to elim- 
inate soldered joints. It can be easily mounted on the panel, 
it is stated, as its light weight permits it to be firmly held by 
the use of a hexagonal nut. 








A new type of socket condenser has been placed on the 
market by Charles Freshman Co., 290 Hudson street, New 
York City, called the “Antenella” plug. It is designed for 
attachment to an ordinary lamp socket for using an interior 
wiring system as an antenna, and it is said that the strength 
of signals received through this device is as great as with 
an ordinary outside antenna. 








Designed to give equal pressure on the condenser plates 
over the entire area is the “Micon” condenser recently brought 
out by the Charles Freshman Co., 290 Hudson street, New 
York City. The plates are protected by a metal case, reduc- 
ing losses to a minimum. India ruby mica is used in its 
construction. 
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New Radio Products, 


Illustrated 





























































The vernier potentiometer, recently 
placed on the market by the Central 
Radio Laboratories, Milwaukee, rep- 
resents a new development in the 
radio field. The resistor consists of 
a machine winding, the turns of which 
are anchored firmly on a substantial, 
insulated core. This core is retained 
in a groove between insulating discs. 
The vernier wire for the fine adjust- 
ments is 6 in. long, and is carried on 
the outer edge of a separate disc, 
on which two contact shoes, which 
ride on the main winding, are mounted. 








The Dayton Fan & Motor Co., Day- 
ton, Ohio, has recently placed on the 
market its new “Day-Fan” variometer, 
the stator winding of which is inside 
the mold. Bank winding is used on 
both the stator and rotor. It is neat 
in appearance and is adjustable for 
three position mountings. 








The “Missouri” loud speaker manu- 
factured by the Missouri Radio Corp., 
2625 Washington avenue, St. Louis, is 
designed for use with a two-step am- 
plier and is claimed to give clear re- 
production with sufficient volume for 
all ordinary use. It does not require 
batteries, being attached to the set in 
the same manner as phones. It comes 
in rose, gold and polychrome finishes. 
The list price is $80. 


The Multiple Electric Products Co., 
Inc., 450 Fourth avenue, New York 
City, ha’ placed on the market a set 
of head phones having a resistance of 
2.200 ohms. A static gap is provided 
with the receiver, to prevent heavy elec- 
tric discharges through the magnets 
and consequent disagreeable noises in 
the ear. The phones are fitted with a 
comfortable head band and 5 ft. of 
conecting cord with metal tips. The 
list price for the complete outfit is $8. 





The Standard Trans- 
former Co. Warren, 
Ohio, has placed on the 
market an _ audio-fre- 
quency amplifier of the 
shell design, built up of 
No. 29 gauge silicon alloy 
steel. The turn ratio of 
the copper circuit is 9 to 1 and each 
coil, it is stated, is subjected to a 1,500- 
volt test at 60 cycles between the wind- 
ings and the core. Both windings are 
made of No. 40 B. & S. gauge flexible 
enameled wire, the resistance of the 
primary and secondary windings being 
480 and 5,800 ohms, respectively. The 
transformer is furnished in three types. 
The mounted type is equipped with 
four side clamping brackets of brass, 
the semi-mounted type is provided with 
two mounting plates but no terminal 
board, while the unmounted type has 
neither headboard nor mounting plates. 











An “A” battery potentiometer has 
been brought out by the Cutler-Ham- 
mer Manufacturing Co., Milwaukee, 
which matches its radio rheostats. It is 
of the revolving drum type, and the 
broad flat contact on the _ tightly 
clamped resistance insures precise ad- 
justment as well as long life. The de- 
vice is designed for panel mounting. 








A cell filler for adding the right 
amount of water to each cell of the 
battery without overfilling the cells 
and spilling the electrolyte has been 
brought out by the Electric Storage 
Battery Co., Allegheny avenue and 
19th street, Philadelphia. The barrel 
end of the filler is grasped with the 
index finger resting on the trigger on 
the lower side. The nozzle is inserted 
in the filling tube and the trigger held 
down allowing the water to flow. When 
the liquid reaches the proper height a 
contact is made which causes a small 
electric bulb to light. 











The rheostat brought out by the Mazda Radio 
Manufacturing Co., 8405 Perkins avenue, Cleve- 
land, is of the resistance pile type, similar to 
those used in delicate electrical measurement in- 
struments. It is so designed that the total range 
of movement is about three turns, and is guaran- 
teed to transmit 50 watts. 
control knob working through a specially shaped 
wire cam, either increases or decreases the pres- 
sure on the resistance pile. 
parts are nickel plated and polished, and screws 
and nuts for attaching rheostat to panel are fur- 
nished together with panel layout template and 
wiring diagram, The list price is $1.75. 


The movement of the 


All exposed metal 
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THE RADIO DEALER—A MERCHANT 


HE business of the Dealer in Radio parts is to sell mer- 

chandise. He should not be called upon to act as a con- 
sulting engineer to buyers of Radio parts who are building 
their own sets. ‘ 


Every responsible Dealer is quite willing to advise his 
customers in the selection of units which will give satisfaction. 
His function should end there. ‘“‘Giving service’? does not 
mean that his time should be consumed in going into the 
details of lay-out and wiring. 


Dealers have learned that radio parts of unquestioned merit 
do not give satisfaction unless properly applied. The correct 
physical location of units, in their relation one to the other and 
proper wiring are essential in order that good results may be 
obtained. The numerous requests to exchange parts, which 
every Dealer receives, emphasizes this fact. 


We believe the parts and panels, which we are now offering, 
solve many of the Dealer’s problems. 


All parts are of advanced design. There is no tap switch to be 
mounted, as an internal switch is provided in the variocoupler. 
Binding posts, properly located, are placed on each unit. The 
necessity for complicated wiring and cross-leads is eliminated. 


Aluminum panels in four stock sizes make unnecessary all 
drilling of holes and use of shielding. Proper spacing of units 
is assured. Uniform size openings in panels permit mounting 
of all parts interchangeably. 


DESCRIPTIVE FOLDERS ON REQUEST 


EISEMANN MAGNETO CORPORATION 


WILLIAM N. SHAW, President 


DETROIT BROOKLYN CHICAGO 
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Give the Radio Dealer a tip about 


Bradleystat Window Trims 


The New Window Trim, pre- 
pared for the radio dealer with- 
out charge, is only a part of the 
comprehensive Bradleystat sales 
plan. 


Every radio dealer should use 
the new Bradleystat window 
trim material and make a dis- 
tinctive display feature of the 
Bradleystat. The result in great- 
er sales and bigger profit sur- 
prises every one. 


Be sure to notify the dealers 
you meet that they are entitled 
to this window trim service to 
help them merchandise the Brad- 
leystat. 


The New Demonstrator is a 
splendid salesman for the coun- 
ter and an attractive attention- 
getter for the display window. 


On the counter, it enables the 
customer to try the Bradleystat 
and observe its smooth control. 


In the display window, its six 
oil colors focus the attention of 
the passerby and urge him to 
inquire about the Bradleystat. 


Increase your quota by encour- 
aging dealers to merchandise 
the Bradleystat and profit by the 
Bradleystat sales plan. 






Clinton Street 


Electric Controlling Apparatus 


Milwaukee, Wis. 





Member of the National Radio Chamber of Commerce 


REGISTERED 





U. S. PAT. OFF. 


PERFECT FILAMENT CONTROL 








Attempt Made to Standardize 
Radio 

A broad program of radio stand- 
ardization was agreed upon at a meet- 
ing on Jan. 12 of representatives of 
40 radio trade associations and na 
tional engineering and scientific so- 
cieties. The meeting was held in the 
Engineering Societies’ building, New 
York City, at the call of the United 
States Bureau of Standards in co-op- 
eration with the American Engineer- 
ing Standards Committee. Dr. F. C. 
Brown, acting director of the Bureau 
of Standards, presided, and about one 
hundred were present. After full dis- 
cussion the conference adopted reso- 
lutions. providing: 

(1) That standards for radio ap- 
paratus and service should be formu- 
lated. 

(2) That a broadly representative 
national committee on radio stand- 
ardization should be formed under the 
leadership of the Institute of Radio 
Engineers and the American Institute 
of Electrical Engineers, under the 
procedure of the American Engineer- 
ing Standards Committee. 

Specifications for quality and per- 
formance of receiving apparatus, 
nomenclature and methods of testing 
and of rating apparatus are to be in- 
cluded in the program. 

Dr. J. H. Dellinger, chief of the 
radio laboratory of the Bureau of 
Standards, showed how the wide- 
spread interest in radio had brought 
with it an increasing demand for uni- 
formity and dependability in radio 
service and apparatus. The lack of 
any such standardization had been 
brought to the attention of the Bureau 
of Standards by producer, distributor 
and consumer. ‘There had not pre- 
viously been a concerted movement to 
introduce standardization by joint ac 
tion of all radio interests. 


* * * 


Legislation Needed 
“It is imperative if the develop- 
ment of the radio art and its more 
general use are not to be greatly re- 
tarded,” says Secretary of Commerce 
Herbert Hoover, in his annual re- 
port to Congress, “that the regulatory 
powers of the department in connec- 
tion with ‘interferences’ should be 
greatly extended.” He pointed out 
that legislation now before Congress 
has been supported by the conference 
representing all groups of producers 

and users of radio apparatus. 
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Suber Inspected’ Quality” 


HE super-inspected quality of Frost Fones offers a tre- 

mendous selling opportunity to every dealer who sells 
radio. This inherent quality has made them the world’s best 
known and most widely used radio fones. 


The World’s Built by the thousands and sold at a quantity price. Low- 

_ priced enough for the beginner—good enough for the expert. 

Frost Fones have an unusually sweet, natural tone. This is 

No. 162 due to the care in winding the coils, making the magnets, the 

ani aa delicate gauging of the diaphragm. The highest engineering 
$ 5 00 skill is shown in every step of the manufacturing process. 

e e 
You can be proud to sell Frost Fones. You know you are in 
No. 163 the good company of reliable dealers and jobbers throughout 
3000 Ohm Set the United States and Canada. 





$6 00 Order Frost Radio from Your Jobber. 
Ne Jobbers — Write Us for Terms 
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That’s Wireless 
for 











































Listen In, Dealers! 


This message is for you. 
Are you getting your share of 
the Radio business? 

Then it’s time to think of 
service. Radio fans have 
learned that they never can 
get satisfaction from appa- 
ratus that is incorrectly, ig- 
norantly, or carelessly manu- 
factured. “Who builds it?” 
“Who uses it?” are the two 
questions you will be called 
upon to answer often. 


SIGNAL Rheostat 


The first suc- 
cessful vernier, 
using a_ single 
knob for con- 
trol. Fine ad- 
justment is 
easily obtained. 
Simple in de- 
sign and sturdy 
in construction, 
Furnished with 
or without knob 
and pointer, so 
dial to match 
others of set 
may be used. 
Put forward SIGNAL equipment with 
full assurance that it is produced by 
a plant and an organization whose 
experience in making small electrical 
goods goes back over a period of 35 
years—that it grew up with ‘“wire- 
less.” 

And that it is preferred for commer- 
cial purposes, by the army and navy, 
by professionals, semi-professionals 
and amateurs everywhere. 


Sell SIGNAL Radio Equipment and 
you sell Radio Service and Satis- 
faction. 

Besides Radio Equipment, the 

SIGNAL line includes: 

Bells and Buzzers ‘ 

Bell Ringing Transformers 

Medical Batteries 

Telegraph Instruments. 

Battery Charger (for Radio and 
Auto Batteries) 


SIGN GRR ea 


Factory and General Offices 
1904 Broadway, Menominee, Mich. 
Atlanta Minneapolis San Francisco 


Boston ontreal Louis 
Chicago New York Toronto 
Cleveland Pittsburgh 


You'll find our local address in your Tele- 
phone Directory 
(2054D) 


Bulletin Coupon 
Signal Electric Mfg. Co., 

1904 Broadway, Menominee, Mich. 

Please send bulletins on the _ subjects 
checked below to name and address written 
on margin of this page. 
C) Bells and Buzzers 0 Medical Batteries 
[) Bell Ringing Trans-() Battery Charger 

formers (J Telegraph Instru- 
C) Radio Equipment ments 















‘Fundamental Principles of Radio 


Communication 
By C. M. JANSKY, Jr. 


Assistant Professor of Electrical Engineering, University of Minnesota. 


[To handle the sale of radio equipment necessitates an understanding of the 
practical applications of the theory on which it operates. With that pur- 
pose in view, THe Josser’s Satesman will publish a series of articles by 
Prof. Jansky, who is a recognized authority on the subject and who was a 
member of the U. S. Radio Conference Board. He has prepared these 
articles in a semi-technical style, so they can be easily read and digested 
by anyone having a knowledge of the underlying principles of electricity. 
Below is the third article, and it will be followed by others which take 
up in detail the theory of radio and history of radio development.] 


Antenna.—The energy in the high- 
frequency alternating circuit is best 
radiated into space by the use of an 


_ aerial conductor, commonly known as 


an antenna. Transmitting antennas as 


| ordinarily used consist of a well in- 


sulated system of wires elevated 
above the earth with lead (or “lead- 
in”) wires running from one end or 
from the center down to the transmit- 
ting apparatus. Antennas for 360- 
meter broadcasting stations are ordi- 
narily approximately 100 to 200 ft. 
long and 50 to 150 ft. high. 

At the station apparatus the lead 
wire is connected to an inductance 
coil or inductor, the other end of 
which is connected to the ground or a 
counterpoise. This inductance coil is 
directly or inductively coupled with 
the high-frequency producing ap- 
paratus. An antenna of the type just 
described acts largely as a capaci- 
tance device with some inductance, 
which when taken with the inductance 
inserted in series with the lead wires 
determines the wave length for which 
the aerial is adjusted or “tuned.” To 
increase the transmitting wave length 


| the inductance is made greater and 


| vice versa. In order to make the wave 


length less than that determined: by 


_ the natural inductance and capacitance 
_of the aerial without the coil at the 





base, it is necessary to include a con- 
denser in series with the circuit. 

For some types of transmitting a 
coil antenna is used, but such an- 
tennas are best adapted to short-wave 
transmission and to the reception of 
signals. 

Reception of Damped-Wave Sig- 
nals.—At the receiving station a por- 
tion of the energy from the trans- 
mitting station is collected by another 
antenna, either of the elevated or coil 
type. The current produced is then 


| rectified or detected by a detector, 





and passed through a pair of tele- 
phone receivers. Although the amount 
of power radiated into the ether by 
an average sized radio transmitting 
station may be of the order of magni- 
tude of 1000 or 2000 watts, the amount 
of power present in a receiving sta- 
tion antenna is usually of the order of 
only a few millionths or thousandths 
of a watt. If the power is not too 
small, it may be rectified or detected 
by a crystal detector. This is true 
only when the transmitting station is 
of considerable power and is com- 
paratively close to the receiving sta- 
tion. A very simple circuit for this 
type of set is shown in Fig. 7. 


oR 











~ 


Fig. 7. 


‘The action of this circuit and de- 
tector is somewhat as follows: The 
inductance L is varied until its value, 
taken with the inductance and capaci- 
tance of the antenna, tunes the circuit 
to the wave length of the incoming 
signal, at which time the voltage across 
I. is a maximum. If the incoming 
energy is in the form of a damped- 
wave telegraph signal, as in Fig. 8 
(a), an alternating voltage of the 
same wave form will be impressed 
upon the crystal. The capacitance 
of the condenser across the telephone 
receivers is of such a value as will 
offer practically no impedance to 
radio-frequency currents, but a high 
impedance to audio-frequency cur- 
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rents. As the crystal detector per- | 


mits current to flow in but one di- | 


rection, the current passing through 
it will be as shown in Fig. 8 (b). 
The radio-frequency oscillations can- 
not pass through the receivers but 
the summed up value of the rectified 
current for a particular spark, as 
shown in Fig. 8 (c), passes through 
the receivers and produces an audio- 
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Fig. 8. 
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frequency note. If the transmitting 
station is producing 1000 sparks per 
second, a 1000-cycle note will be 
heard. As the energy from the trans- 
mitter is broken up into dots and 





dashes by a key, the receiving station 
operator can copy dot-and-dash code | 
messages. | 

Further details concerning other | 
crystal detector circuits and electron | 
tube detector sets will be given later. | 

Reception of Undamped Waves.— | 
As the voltage induced in a receiving | 
station antenna from an undamped- 
wave transmitting station is not 
broken up into audio-frequency or 
spark-frequency groups, but is a high- | 
frequency alternating voltage in 
which the amplitude of the successive 
wave trains is constant as long as the 
transmitter key is down, no audio- 
frequency note would be heard in a | 
crystal receiving set such as has been 
described. 

If, however, some kind of a high- | 
frequency generator G of low power 
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Fig. 9. 


is coupled with the aerial, as is shown | 
in Fig. 9, the combination of the in- | 
coming frequency F, with the gen- 
erator frequency F, can be made 
audible provided the difference be 
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HE Magnavox trade mark today possesses 
an invaluable good will at the service of 
wholesale and retail dealers who desire to build 
a substantial, lasting radio trade. See that your 
dealers are using our valuable Sales Helps—sup- 


plied without charge. 


R-2 Magnavox Radio with 18- 
inch horn: this instrument is 
intended for those who wish 
the utmost in amplifying 
power; for large audiences, 
dance halls, etc. 


R-3 Magnavox Radio with 14- 
inch horn: the ideal instru- 


ment for use in homes, offices, 
amateur stations, etc. 

Model C Magnavox Power 
Amplifier insures getting the 
largest possible power input 
for your Magnavox Radio. 


2 and 3 stage. 


Our publication THE MAGNAVOX will be sent your 
list of dealers on request—write us for sample copy and in- 


formation. 


The Magnavox Co., Oakland, California 
New York: 370 Seventh Avenue 


AGNAVOX 
Radio 
The Reproducer Supreme 
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“United” Radio Products 
Give a Quick Turnover 


The retailer who gets them started enjoys the 
tremendous advantage of the word-of-mouth “adver- 
tising” by every user. 


The satisfactory performance of 


“United” 
Amplifying Transformers 


uniformly 






and Variable Condensers = 

has already given these instruments a national @ ——- 

reputation that speeds up their sale everywhere. &% = 

Dealers repeat because their customers boost. oo 

—— 

UNITED VARIABLE CONDENSERS a 

43 plate $4.50 S. plate....oi..... nee * 

23 plate .... 4.00 IG a a 2. 
11 plate.. ane 350 Without dial or knob. 


“UNITED” TRANSFORMER 


Audio-frequency, amplifying, magnetically shield- 
ed. A beautiful piece of workmanship. Gives loud, 
clear signals without howl or distortion. 

Best Value on the Market. $4.50. 





“UNITED” PRODUCTS 


have been adopted as standard equipment by leaders ~ 
in the radio industries. 


United Mfg. & Distributing Co., 


Pat. Applied For 536 Lake Shore Drive Chicago, Illinois 





































Here’s a Pair of Winners 











The Wimco Condenser 


Made to meet a demand for quality 


The Carco Coupler 
Just the thing for the popular re- 


—highest efficiency, 3 plate, 23 ceiving set. Bakelite tube and 
plate and 43 plate sizes. rotor. Silk covered wire, perfect 
contacts. 


We invite Dealer and Jobber Inquiries. 
Send for literature and prices on Wimco socket for W D 11 tubes. 


The Wireless Mfg. Co., Canton, O. 


Manufacturers—Distributors 











| tween F, and F, is audible, that is, 
| something below 10,000 cycles per 
second. 





| The action of the two currents is 
| shown by Fig. 10. Let (a) represent 
| a 800-meter incoming signal of 100,- 
000 cycles and (b) the generator fre 
| quency 101,000 cycles. The com- 
| bined effect of (a) and (b) is shown 
| by (c). The frequency of the beats 
_ between 101,000 cycles and 100,000 
cycles will be equal to 101,000— 


| 
HAAAAAAAAA 


5 
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Fig. 10. 


| 100,000 or 1000 cycles. 


The physical 
_ principle involved is identical with 
| that encountered when beats are pro- 
| duced by two tuning forks of nearly 
| The wave form (c) 
| when rectified will give an audio- 
| frequency note as shown by (d). 


the same pitch. 


| Circuits ordinarily used are some- 
| what more complicated than that 
| shown in Fig. 9. Reception by beats 
| is called “‘heterodyne’’ reception. The 
| use of the local generator amplifies 
| the incoming signals and by varying 
| the frequency produced by this gen- 
| erator the frequency of the beat notes 
_can be adjusted at will. These ad- 
| vantages, coupled with the fact that 
/undamped-wave transmitting sets 
_ecause much less interference than 
| damped-wave transmitting sets are re- 
| sulting in-the rapid displacement of 
| damped-wave systems by undamped- 
| wave systems. 

* * * 


| Radio Heard in England 


Vice-President Coolidge has re- 
ceived a letter from W. T. Meehan 
| of the General Electric Co., inform- 
ing him that his Christmas address, 
which was broadcasted on Dec. 24, 
was heard in both Liverpool and Lon- 
don, as well as in every state in the 
| Union. 
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Class vs. Mass 
(Continued from page 22 
enjoy incomes over $8,000 a year,” 
he went on, “and 4 per cent more 
get from $8,000 down to $3,300 a 
year. ‘Then there are 5 per cent 
who make around $200 to $275 a 
month, and another 10 per cent who 
get anywhere from $150 a month to 

$200 a month. 

“This accounts for only 20 per cent 
of the population, yet nearly 40 per 
cent of all our people live in wired 
homes. That means a good many 
million users of current have incomes 
less than $150 a month. It looks to 
me as though electricity is getting to 
be more and more a mass proposi- 
tion.” 

“Yeah, that’s all right if your fig- 
ures are all right. Where do you get 
them?’ asked Sid. 


“They are from the latest report of | 





the National Bureau of Economic | 


Research,” replied Jack. ‘“There’s 
nothing better I know of.” 

“Well, what do you make of it?” 
asked Sid. 


“What in the name of common 
sense can you make of it?” returned 
Jack, “but that electrical dealers must 
sell as many popular priced lines as 
possible, at margins as reasonable as 
possible, and thereby develop a vol- 
ume business. What do you think, 
Jim?” 

“T think that water used to be more 
destructive than fire, but lately even 
water is getting weaker and weaker 
so it looks bad for— 

“You are all hopeless,” said Jack, 
arising, ‘“Let’s go.” 


* * * 


Hessel Reports Optimistic 
Outlook 


In a recent interview with a repre~ 
sentative of the Jopper’s SALESMAN, 
James T, Hessel, president of the com- 
pany bearing his name reported that 
industria] business is excellent in the 
state of Connecticut and that a great 
many of the plants are working two 
shifts a day. He renorted that the 
company’s Januarv business has held 
up wonderfully well and the outlook 
for 1928 is very favorable. 


* * * 


Shotwell Now Salesmanager 

W. H. Shotwell, formerly with the 
Tidewater Electric Co., New York, 
N. Y., has accepted a position with the 
Multiple Electric Products Co., New 
York, N. Y., as general sales manager. 
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The 2-Stage Amplifier unit 
is not limited to any partic- 
ular type of circuit, but is 
universally adaptable to any 
set-up requiring an audio- 
frequency amplifier. It is a 
compact, ruggedly construct- 
ed amplifying unit. 


2Stage Amplifier—$14.00 


Asimilar unit is furnished 
in a Detector 1-Stage Ampli- 
fier at $13.00. 


Maximum volume without 
sacrificing clearness of tone. 
Rigid construction and 
compactness. Hermetically 
sealed, absolutely no mois- 
ture troubles. The instru- 
ment was submerged in 
water 24 hours, taken out 
and placed in same circuit 
with results standard in 
every way. 


Detector 2-Stage Amplifier 
$16.50 


The above set, consisting of Coupled Circuit Tuner 

and Detector ’2-Stage Amplifier, is an ideal set for 

either phone or loud speaker use. Note that this set 

includes two stages of audio-frequency amplification. 
Complete Outfit, as above, wired $35.50 


Other sets, mounted and wired, are furnished as follows :— 


Coupled Circuit Tuner and Detector 1-Stage Amplifier = co 
Coupled Circuit Tuner and Detector Unit $23.50 
Coupled Circuit Tuner, Detector Unit and 2- Stage Amplifier $37.50 


The Mounted Variometer carries 
through the standard quality of 
ATWATER KENT products. For an 
open set it supplies a finished in- 
strument unsurpassed in appear- 
ance and performance. 


Mounted Variometer . $10.00 


An Excellent Merchandising Proposition 





ATWATER KENT MANUFACTURING COMPANY 
< 4942 SrenroN AVENUE Radio Dept. PuiLapevpuia, Pa. 
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The unequaled success 


BROADWAY 
LIMITED 


(OCTOBER 13th, 1922) 


‘ of a recent tryout of a 
stock E-D Set on the 
world famous Broad- 
way Limited from New 
York to Chicago has 
startled the radio 
world. Everyone is 
talking about it and 
wants sucha set. This 
set with its loop anten- 
na confined within a 
steel car traveling at a 
high speed, astonished 
and delighted its audi- 
ence with the uniform 
clarity of its tone and 
the broadness of range 
it displayed even under 
feedwires of 11,000 
volts. 

This set is built in unit panels so as to obtain maximum flexibility 
and efficiency. Each unit is individually shielded and uniform in 
appearance. The amateur, by purchasing basic E-D panels is 
able to start with the same high grade equipment used in the 
completed set, and because of this, from the very beginning, can 
secure more selectivity in tuning and broadness of range than 
found in other low priced sets. 

Naturally, this has created a broad public demand for E-D equip- 
ment. It is fast becoming both a history and profit making line 
for dealers and jobbers. The set is built by practical engineers in 
a plant that has a twenty-five-year-old reputation. 

We cordially invite you to write us for all the intimate details 
about this uniquely successful set. Address mail to 3302 Arch 
Street. 


HR RE BSS eR ARR te RS 
THE E-D-MANUFACTURING CO. 


PHILADELPHIA, PA. 
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The Outlock for 1923 


(Continued from page 10) 
higher costs of production in labor and 
material. Merchandise stocks are in bet- 
ter condition than a year ago, and with a 
more rapid turnover of stocks there is a 
more healthy condition of trade. On the 
whole 1928 should be a good year in the 
electrical industry. 


G. W. Brogan 

Advertising Manager, Black §& Decker 

Mfg. Co., Towson Heights, Baltimore. 

The prospects for 1928 in our line seem 
to be particularly bright. Four years ago 
when we started our advertising and edu- 
cational campaign, portable electric drills 
were a minor product and were being used 
in only a comparatively small place where 
their advantage was practically obvious. 
Today they have a market far beyond any- 
thing that we anticipated. This does not 
only apply to portable electric tools manu- 
factured by ourselves, but those manu- 
factured generally, and we belive that for 
every additional machine which we have 
been able to sell as a result of our cam- 
paign, some other drillmaker has also been 
able to sell one. 


J. S. Tritle 
Manager Merchandising Department, 
Westinghouse Electric §& Mfg. Co., 
New York City. 

We have enjoyed a very material in- 
crease of business during the past few 
months, and from the analysis of present 
conditions and tendencies I feel confident 
that there will be practically the same 
amount of business done in 1928 as in 1922, 
although there will probably be a slight 
decrease in sales during the first few 
months. 

James R. Kearney 
Vice-President, W. N. Matthews & 
Brother, St. Lowis. 

I believe the coming year will be 
exceptionally good, as most of the State 
Utility Boards now realize that a state or 
community cannot prosper without suc- 
cessful public utilities, and are allowing 
them a fair return on their investment. 
They are demanding closest co-operation 
and better service from the distributors 
and the distributors who carry sufficient 
stocks to properly take care of their trade 
will reap the harvest, and in my opinion 
the demand will be so heavy that the man- 
ufacturers will fail far behind in their pro- 
duction. 

M. H. Mervis 
Secretary, American Insulated Wire & 
Cable Co., Chicago. 

I am very optimistic over the outlook of 
the electrical trade for 1928, and especially 
in our line of business, as when our line 
is good other electrical business is likewise 
good. Large installations by utilities have 
been held up for several years, and job- 
bers have held their stocks down to a min- 
imum. With the extension schedule of 
utility companies and building permits 
issued far in excess of any preceding 
year, there is no question in our minds 
that 1928 will be a banner year, possibly 
not in the volume of net profit, but a more 
staple condition will exist. 


Reighart With Ohio Valley 

John L. Reighart, formerly of the 
Tafel Electric Co., is now associated 
with the Ohio Valley Electric Co., 
Louisville, Ky., in the capacity of sec- 
retary. 
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F. A. Ketcham 


(Continued from page 21) 
three main branches to the Western 
Electric family tree—the general 
sales department, general merchandise 
department and general credit depart- 
ment. Each in its way is vital to the 
great fundamental principle of the 
business— to buy goods and sell them 
at a profit. Each of these depart- 
ments is presided over by a manager, 
reporting to Mr. Ketcham. To these 
department managers report all the 
district managers. Still farther along 
the line the Branch House managers 
report to the district managers. 

So finally—heading up at Mr. 
Ketcham’s desk—come reports of the 
most minute details of the business. 
His duty it is to preserve the proper 
balance of the delicate machinery of 
the business. And he scrutinizes in 
general the results obtained by the 
various branches. He is an analyst 
and he perceives the whys and the 
wherefores of business trends through 
the medium of these reports. Then 
out from him, through his personal 
knowledge of these conditions and 
trends, goes the vital impulse. 

Mr. Ketcham looks forward to a 
great electrical future. If there is 
anything which he could wish to vis- 
ualize to the jobbers’ salesmen it is 
this resplendent picture of coming 
electrical expansion. As a_ sphere 
which is enlarged continually presents 
an increasing surface touching upon 
the unknown, so does expansion of the 
electrical art only result in the disclo- 
sure of still greater. possibilities. 
Electricity will be used in more ways 
than ever before. The business will 
grow far more rapidly in the future 
than in the past. Salesmen will grow 
in numbers and efficiency in proportion 
to the growth of the business and 
their own personal application, He 
believes that any man who will culti- 
vate the qualities of energy, enthu- 
siasm, friendliness and courtesy and 
couple them with a thorough knowl- 
edge of his line can go very far as 
an electrical salesman—provided he 
“likes his job.” 

Mr. Ketcham resides at Wykagy 
Park, New Rochelle, N. Y. He is a 
member of a number of clubs—Psi 
Upsilon Fraternity, University Club 
of Chicago, Lotos Club, Bankers 
Club, Railroad Club, American Insti- 























DUBILIER 


MICADONS 
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In this De Forest radio 
Ao amg set, three Du- 
bilier Micadons are used 
as @ shunt across the 
transformer and one Du- 
bilier Micadon as a grid- 
condenser. Dubilier Mica- 
dons are similarly used 
in other standard receiv- 
ing sets. 


“Why Dubilier Micadons 
are ysed in DeForest Sets 


ERFORMANCE is all-important. Tube noises 

and distortion mar the reception of broadcast 
music and speech. To insure the best possible per- 
formance, to reduce noises and distortion, Dubilier 
Micadons are now the standard equipment of the 
highly esteemed De Forest radio receiving sets. 

In Dubilier Micadons, which are fixed receiving 
condensers, mica and metal foil are pressed together 
to form an integral unit. There can be no vibration 
of the elements; the capacity is absolutely perfect. 
For this reason De Forest and other well-known 
sets equipped with Dubilier Micadons receive broad- 
casting stations so satisfactorily. 

Unless a radio receiver is fitted with Dubilier 
Micadons broadcast music and speech are not re- 
ceived at their best. 

Dubilier Micadons are made in many capacities. 
rhe list price of Dubilier Micadons varies from 30 
cents to $1.50 each, depending on the capacity. 


Send for descriptive circular. 
DUBILIER CONDENSER AND RADIO 
CORPORATION 
48-50 West Fourth St., New York 


BRANCH OFFICES 
San Francisco, Cal., 709 Atlanta, Ga., Forsyth Build- 


Mission St. ing. 

Washington, D. C., Munsey Seattle, Wash., 1926 L. C. 
Building. Smith Building. 

St. Louis, Mo., Syndicate Pittsburgh, Pa., 704 Granite 
Trust Building. Building. 

Chicago, IIl., 33 S. Clinton Los Angeles, Cal., 337 S. 
Street. Western Avenue. 


Huntington, W. Va., 1028 Fourth Avenue 


Distributed in Canada by General Electric Company, Ltd., 
Toronto. 
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ditional 


Jones 
illustrated 
compact, powerful tool of %- 
in. capacity thru steel, equip- 
ped with a high speed universal 
motor ventilated to eliminate 
heating and a Jacobs chuck. It 
sells for the low price of $25.00. 


By means of certain attachments, 
shown below, and sold at slight ad- 
drill 
clamped to a bench and made a 
complete machine shop in one tool. 
Grinding, polishing, buffing, sawing 
or light milling, counterboring, etc., 
can be done quickly and cheaply. 


cost, this 


Electric 
above, 





Look at these 
low prices 


Hand 
is a 


can be 





The Jones 
Automatic 
Bench Drill 
Press, illus- 
trated here, is 
a wonderful 
little 
production or 
tool 
drilling. Its 
capacity, mo- 
tor and chuck 
are the same 
as the hand 
drill. 
tomatic, using 
power 
when drilling. 
It sells for the 
; unusually low price of $45.00. 


tool for 


room 


It is au- 


only 


Write us today for descriptive folders 
on both of these remarkable tools. 
































Agents Wanted 


Jones Drill & 
Specialty Corp. 


245 Seventh Ave., NEW YORK 

















tute of Electrical Engineers and the 
Wykagy Golf Club. He plays golf 
but is not obsessed with it. His chief 
recreation is motoring—up into the 
woods when time will permit him to 
get ‘there. With his family—Mrs. 
Ketcham and three children, Larned, 
Betty and Joan—such a trip consti- 
tutes the best kind of a vacation. 

All things considered, it is there- 
fore safe to say that Mr. Ketcham 
still “likes his job.” 





Bright Outlook Seen at Confer- 
ence of Pettingell-Andrews 


Anticipations of an excellent busi- 
ness during 1923 based upon hard 
work and a growing demand for elec- 
trical products on the part of the gen- 
eral public was forecast at the annual 
sales convention of the Pettingell-An- 
drews Co., Boston, which was held 
Jan. 8-10. The program included ad- 
dresses by H. S. Schott, National Car- 
bon Co., Long Island City, N. Y., on 
“Columbia Batteries,’ and A. H. 
Jaeger, Edison Electric Appliance 
Co., Chicago, on “Appliances.” J. E. 
Livor, sales manager, then threw the 
meeting open to a general discussion 
of co-operation by department heads 
and assistants. Messrs. Kennedy and 
Bowe of the General Electric Co. 
spoke on “Insulating Material’ and 
“Tungar Rectifiers,’ followed by a 
talk by J. E. Livor on “Possibilities of 
G. E. Co-operation.” E. N. Hurley, 
Jr., vice-president, and Messrs. Blye 
and Root of the Hurley Machine Co., 
Chicago, presented addresses on 
“Hurley Products.” H. F. Wallace, 
New England manager Edison Lamp 
Works, and R. B. Parker, assistant 
sales manager Edison Lamp Works, 
Harrison, N. J., on “Lamps.” R. S. 
Yates, Bridgeport, Conn., covered the 
subject of “Wiring Devices”; R. P. 
Heaney, Schenectady, “Fans,” and A. 
L. Atkinson, Bridgeport, also was on 
the program. 


The closing event scheduled was a 
dinner at the Exchange Club, Boston, 
the program including talks by F. S. 
Price, president of the company; 
George Baldwin, merchandising man- 
ager, General Electric Co., and David 
Saranoff of the Radio Corporation of 
America. A feature was a radio 
sketch of the Pettingell-Andrews and 
General Electric Company a decade 
ago and today. 











ALL AMERICAN 


AMPLIFYING TRANSFORMERS 


(Radio and Audie Frequency) 


Are Wonderful 
Business- 
Builders 


for all who handle 
them. They so 
broaden the range 
and improve the 
tone quality of ra- 
dio-reception that 
every sale made to 
a set owner stimu- 
lates numerous 
other sales. 





ond- 
less chain, the 
good news of sci- 
entific amplifica- 
tion spreads, in 
constantly widen- 
circles. 


No advertise- 
ment ever writ- 
ten equals, in 
selling force, the 
enthusiastic 
praise of users 
of All-American 
Transformers. 

This is why 
iT PAYS TO HANDLE THE 

“ALL-AMERICAN” LINE 


Send for Bulletin No. 22, 
prices and discounts 


RavsAND Me Co 


35 So. Dearborn 9t., Chicago, Il. 





























HIGH EFFICIENCY 


HEAD SETS 


Navy Type: 
Arte one eS Rae $10.00 
3200 ohm, per pair............+: 12.00 
wedish-American Type. 
2200 ohm, per pair.............. 8.00 
Victor Type: 
Single coil, double magnet...... 6.00 


Jac Plugs, Microphones and other 
vad ~~ radio parts, 
Ask for our liberal trade prices. 
( CLeciftc 


COMPANY 
CHICAGO, U. 8. A. 
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APEX-ROTAREX 
MONTHLY SALES LETTER 


FEBRUARY, 1923 


Straight from the Shoulder Talks to Jobbers’ Salesmen. issued Monthly by 
The Apex Electrical Distributing Company, Cleveland, Ohio 


SUBJECT: Out-of-Date Salesmen 


To All Jobbers’ Salesmen: 


The yarn about the country merchant whose store was entered by a customer while he 
was engrossed in a game of checkers, and who whispered to his opponent, “Sh-h-h-h! Don’t 
notice her and maybe she'll go out,” is getting old, but its moral is still timely. 


For example, the wholesale salesman who sees all around him, in every other profes- 
sion and vocation, the signs of change, development and progress but who is blind to the 
great changes that are taking place in the business of Selling is making the same mistake as 
the foolish country storekeeper. What was considered good salesmanship as recently as 
a year ago is no longer good enough to satisfy many sales managers. 


Not so very long ago the salesman for a wholesale electrical firm believed his work 
was fully done when he succeeded in either coaxing or bluffing a dealer into giving him an 
order. Whether the retailer ever succeeded in re-selling the goods, or even whether he 
paid the bill for them, was for others to worry about. 


But that kind of salesmanship is held of little value by employers today. What every 
wholesale firm needs and is seeking this year are salesmen who know how home electric 
appliances can be and are being successfully retailed from door to door, and who can 
train their dealer-customers by teaching them this modern merchandising method by 
which the 1921 sales of Apex Electric Suction Cleaners, Rotarex Electric Clothes Washers 
and Rotarex Home Double Roll Ironers were DOUBLED in 1922. 


We make no secret of the reason for our success nor of our methods. If you are selling 
electrical home appliances of any make for anybody- you are welcome to full informa- 
tion about our plan. Write us for a copy of the APEX Salesman’s Manual. Master door- 
to-door selling yourself first; then teach it to your customers. 


Or else hold yourself prepared to give up your job to some other fellow who is awake to 
the demand for progressive selling methods, and to the opportunities that force themselves 
upon the man who has learned them. 


Helpfully yours, 


THE APEX ELECTRICAL DISTRIBUTING CO. 


ipiace 


R. J. Strittmatter: K. Sales Manager. 
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“Ts Guarantee of Quality 








Business Worth Getting--is Worth Keeping 


You appreciate the patronage and good will of your customers. 
The friendship of those whom you serve is your greatest asset. 
You stand ready to take any action that will strengthen the ties 
that bind them to you. Quality merchandise, service and fair 
treatment will increase their loyalty to you and the lines you 
represent. 










Quality must be present in the merchandise you offer. Without 
it, your business and that of your dealers will not prosper. Your 
success, their success depends upon consumer acceptance of each 
and every electrical appliance you handle. 


We want to hear from a few more jobbers who consider business 
worth getting, is worth keeping. 


SUNSHINE SALES CO. 


206 Prospect Fourth Bldg. Cleveland, Ohio 

















DECORATIVE LIGHTING FITMENTS 
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‘svpe A. Motor 













Type F. R. Motor 1-25 H. P. Smallest Type C Motor Type D Motor 

Hair Dryer 1-25 H. P. Jeweler’s size for laboratory work. 1-16 H. P. Medium % H. P. Best size for all 

Botn hot and cold air blasts, lathe motor with rheo- Type B same as Type size laboratory motor. kinds of dental laboratory and 
Detachable heating unit. stat foot control. A with nickel finish. Universal type. jeweler’s motor work. 





—_ 


~¥ 1 J. G. Grinder 
P. motor. 15,000 R, 


Once Again Selling ‘ 
Promises Keen Sport! |} 6" 0" 


change! Widespread economy in buying has 7 


forced a new factor into the sale of goods. No. 2 0. G. Grinder 


° +. H. P. Moto 10,00 
Salesmen must now give sound reasons why ae’ alee nak 


ue Ball bearings. Complete 














ink ett ‘ [ 'HE salesman’s occupation has come back! 
Pi I a TR a Things used to sell themselves. Quality 
me Ags My Bhs re mee en didn’t matter. Price didn’t matter. Any old 
ome, kind of service would do. But now—what a 





the merchandise they offer should have the ouitpenhs 
preference. 


Jobber’s salesmen who carry the dominantly adver- 
tised, quick-selling DUMORE line of electric tools 
and appliances will find sales resistance reduced to 
the minimum. The DUMORE name is an effective 
talking — hers a - a oes ota a a 
source of satis action o user an istri utor alike. 4-6 H. BP. motor. Motor slim 
To the former it means efficient power service and dle speed 10,000 R. P. M. In- 
: ternal spindle 30,000 R. P. M. 
upkeep economy—to the latter it assures pleased Internal spindle reach 8”. Com- 
customers which insure a permanent growth in tool 


plete equipment. 

Dental Bagine (with stand) and appliance business. 
PR a ig ggg ig mr Getting your sales manager to stock the DUMORE 
ee ee a ee | line will result in profitable new business for your- 
i itch and three ste . . he 4 
eet Me eee self. Remind him that the DUMORE line is com 
plete. And, as you know, stocking one complete 
__ line cuts down the investment, speeds up the turn- 
\ i Ask 


over and increases the percentage of profit. 
him to think it over. No. 2 B. G. Grinder 
p15, HP. Motor. 10,000 B. 


M. Reach of arm 10”, 
Complete equipment. 





7 





Wisconsin Electric Company 
Dental Engine (with base) 1616 Sixteenth St., Racine, Wisconsin. 


Same as stand model above ' Manufacturers of “e 


except for — polished Fk 
No. 2 C. G. Grinder 


heavily nickeled base. 
ELECTRICALTOOLS fooohi5Fi- 
dle speed 10,000 R. P. M. At- 


oS and APPLIAN CE ho ee 


Billiard Table Cleaner 
affecting nap of cloth. . ! 











Cleans thoroughly without 












Upholstery Cleaner 


Dumore motor, operat- 
ing on direct or alter- 
nating current. Two 
leather bound China 
bristle brushes. 10 feet 
special vacuum cleaner Model 1 A. D. Drill 
hose. 25 ft. portable Capacity %”. Length 
cord. 10”. Helical gears. 



















Model 2 A. D. Drill 
Capacity 4%”. Stroke 
3%. Drills to cen- 
ter of 7%”. Ad- 
justable table. 
















;= ¥ a | 


the 
+ Re Soe 


No. 3 Multi-speed Grinder 
¥% H. P. motor. Six interchangeable ani 
dies and seven quick-change pulleys. Spin? 
_ speeds 3600 to 50,000 R. P. M. 
Model 2 A. D. Drill Medel 2-B D Drill grinder. 










Model 2-B D Drill 
Capacity 4”. Stroke 
8%”. Drills to cen- 
ter of 8” piece. Ad- 
justable table. 
Height 2914”. 





































Model 1 B. D. Drill 
Copesity Length 
121%”. -bearings. 
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Can Dealers Make Profits on Washing 


_ Machines? 
By JAMES F. HALL 


ECENTLY there has been a 

great deal of controversy over 
the question stated above. The sub- 
ject is one embracing several details; 
namely, discounts, specially sales pro- 
motion, advertising, relative profits to 
other merchandise, stock investment, 
turnover, and profit per unit of mer- 
chandise. 

In the latter item we have a factor 
that is vitally important, and very 
rarely, if ever, appreciated by the 
average dealer. By profit per unit of 
merchandise, the writer refers to the 
net dollars and cents profit in one sale 
to one customer. For instance, the av- 
erage dealer on a washing-machine 
sale (list price, $150), has a gross 
profit of 30 per cent, or $45. This 
one sale does not demand as much ef 
fort, time or general overhead ex- 
pense as the number of sales neces- 
sary on irons, toasters, heaters, lamps 
or other standard and miscellaneous 
stock items that would net him the 
same dollars and cents profit. Nei- 
ther will this one sale demand as 
much service attention nor chance for 
tedious attentions of various sorts 
which are invariably to be reckoned 
with in the use of electrical merchan- 
dise in the average home. 

Hence the profit in a unit sale, 
such as that of the washing machine 
is quite desirable. And the discount, 
as quoted above, is not the limit of 
operating margin that the average 


dealer should be satisfied with. Where 
we find a dealer who is familiar with 
the true worth of the washing-machine 
business, we find a dealer who is pro- 
ducing a volume of sales that auto- 
matically gives him a better discount 
as allotted on a quantity total. Also, 
we find a dealer who produces a turn- 
over in this stock that is consistent, 
not seasonal; it will average about 
eight to ten turnovers per year. 

The discounts offered in the wash- 
ing-machine market are ample, and 
compare favorably with those of all 
other items of electrical merchandise. 
Let us take, for a pointed example, 
the discounts allowed in the phono- 
graph _ trade. 
based, not on the cash list price, but 
upon the term price, which when fig- 
ured out in dollars and cents profit, 
does not net the dealer quite as good 
a profit as a washing-machine sale. 
And the phonograph demands the 
same details of overhead expense in 
selling that the washing machine 
does. 

It can be conservatively estimated 
that the entire overhead involved in 
the retailing of washing machines 
will approximate 21 per cent, where 
this department is only a unit of the 
dealer’s business. This percentage of 
overhead most certainly allows a fair 
and a remunerative profit for the av- 
erage dealer. 





The popularity of the little old “put and take” top was capitalized this spring by 
McCarthy Bros. & Ford, Buffalo, in a window display. 


The central feature was an 


18-in. top, on the sides of which were such expressions as “Put in electricity, take out 


comfort,” and “Put in $7.50, take out an electric flatiron.” 
electric fan so that it revolved slowly, thus giving motion to the display. 
number of real “toddle” tops were scattered among the electrical appliances. 


The top was belted to an 
A large 


These discounts are. 

















AUTOMATIC 


TIME SWITCH 





Time Switch has been devel- 
oped to meet the constantly 


increasing demand for an 
inexpensive, but dependable 
time switch for poultry house 
lighting—and it does. } 


| The “Cackle’”’ Automatic 


The “Cackle’’ Time Switch 
will automatically turn the 
electric current ON at any 
pre-determined time. 





The clock is a high grade, 
one day movement, operat- 
ing a 10 amp., single pole, 
quick make and _. break 


switch. 


Every poultry man, profes- 
sional and amateur, every 
farmer, can use the ‘‘Cackle”’ 
Time Switch to advantage 


and with profit. 


Electrical Jobbers and Deal- 





ers will find a ready-made 
market for this profitable 
and quick selling time switch. 
Bulletins, and dis- 
counts will be mailed 


prices 


promptly—shipments out of 





stock. 


oa 


HARTFORD TIME SWITCH Co. 


A. HALL BERRY 
71-73 Murray St., New York, N. Y., U.S.A. 
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Cream-Skimming 
Schemes 


The Royal Merchandising Plan for 
1923 is designed to aid the trade in 
building up a permanent and con- 
tinuous business in vacuum cleaners. 


Royal jobbers and dealers have 
demonstrated that cleaners can be 
sold all the year ‘round, that clean- 
ers pay a profit from January first 
right up to and including the week 
after Christmas. 


The reason for the outstanding suc- 
cess of the 





is the conservative and constructive mer- 


| 





chandising policy under which it is sold. | 
This policy is one that Jobbers can gear 


in with. 


Perhaps you have noted that Royal 
dealers are satisfied, that they value 
their Royal franchise, and that they are 
good dealers—the sort you want on your 
books. We hold such dealers not 
through any high-pressure selling nor 
by any cream-skimming sales schemes, 
but because the Royal policies, Royal ad- 
vertising and Royal Cleaner are all high 
grade, 


If you are a bit wearied of the cleaner 
‘“*game™’ and wish to go into the cleaner 
business, we have some interesting facts 
and plans to offer you. 


THE P. A. GEIER COMPANY 
540 East 105th St. Cleveland, Ohio 




















Our specialty washing-machine 
stores of the country, under proper 
management, have proven and are 
proving profitable; and we can rea- 
sonably expect that the washing-ma- 


| chine business, when considered only 


a department business with many deal- 
ers, will show a satisfactory and prof- 
itable margin in its pro-rated depart- 
mental overhead. 

Neither should we overlook the re- 
markable expansion of this market, as 
it is unfolding today. The potential 
volume of retail sales on washing ma- 
chines is increasing rather than dimin- 
ishing. We find upon investigaton 
that the total number of wired homes 
is being increased annually at the rate 
of a little over a million, and that this 
potential market as it is today is 
possible 
saturation of about 62 per cent per 
annum. ‘This annual increase is in 
addition to the existing market, which 
is only 25 per cent sold to date. | 

Now what does this mean? Just 
this: The dealer who will intelli- 
gently promote his washing-machine 
business and who will investigate the 


showing an increase over 


facts, rather than unquestionably ac 
cept the hearsay of meaningless pro) 
aganda, will be building a construc 
tive and secure business—one that i, 
assured of increasing volume, and con- 
sequent increasing profits. The facts 
in this situation are at hand and it i, 
the dealer’s opportuntiy to capitaliz: 
on the logical development of this 
washing-machine business to his own 


profit. 


Electric Supply & Equipment 
Holds, Conference 

The Electric Supply & Equipment 
Co. held its 10th annual sales meeting 
for their salesmen and branch man 
agers at their Buffalo, N. Y., branch 
for two days on January 29 and 30. 
On Monday evening, January 29, the 
company gave a dinner for their con- 
tractor-dealer friends in the Buffalo 
territory, and the assembly was enter- 
tained by several high class vaudeville 
acts. Several of the manufacturers 
whose products are handled by the E. 
S. & E. Co. staged some very interest- 
ing educational demonstrations each 
day. 











When a salesman succeeds in selling himself solid on his own line, it’s a prett) 
good sign that that line is all right. Eh, what? O. S. Lair, formerly stores manager 
of the Los Angeles branch of the Western Electric Co.. became such a floodlight 
fan that when he resigned to become manager of the W. Ross Campbell Co., 712 
South Spring street, Los Angeles, he insisted that one of the advertising schemes 
to be adopted by his new company should be an approved method of illumination 
which would make the building be one of the show places of L. A. As a result, 
he secured a special battery of floodlights, mounted them as shown in the illustration, 


and now the Campbell company has a little white way all its own. 
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' New Officers for Utah League 


The second annual meeting of the 
Rocky Mountain Electrical Co-oper- 
ative League, Salt Lake City, was 
held at the office of the Capital Elec- 
tric Co., Dec. 4, for the purpose of 
electing the trustees for the ensuing 
year from the four branches of the 
industry. 

Chairman P. M. Parry made a few 
preliminary remarks, after which P. 
L. Goddard, executive secretary, re- 
counted the activities of the League 
during the past year. R. M. Bleak, 
secretary-treasurer, gave a report re- 
garding the financial condition of the 
League. 

The following is the result of the 
election: Board of Trustees, repre- 
senting central station, S. R. Inch, P. 
M. Parry, H. M. Ferguson, R. M. 
Bleak; representing manufacturers, 





Robert Miller, W. A. Moser, B. E. | 


Rowley, S. S. Stevens; representing | 


jobbers, J. A. Kahn, C. B. Hawley, 
J. D. Nicholson, A. J. Calloway ; rep- 
resenting electragists, F. C. Wolters, 
G. R. Randall, C. R. Dodge and E. 
H. Eardley. 

Following the election, J. G. Me- 
Collum, radio expert of the Inter- 
Mountain Electric Co., made a very 
interesting talk on this subject. Mr. 
McCollum’s talk was followed by a 
practical demonstration of radio, con- 
ducted by E. C. Painter of the Capital 
Electric Co, 

At the Board of Trustees meeting, 
which was held Dec. 11 at the Com- 
mercial Club Chamber of Commerce, 
W. A. Moser Manager of the West- 
inghouse Electric & Mfg. Co., was 
elected chairman for the ensuing year, 
A. J. Calloy, sales manager of the 
Western Electric Co., vice-chairman, 

.and R. M. Bleak, superintendent, 
lighting appliance sales of the Utah 
Power & Light Co., was re-elected 
secretary-treasurer. 

* * # 


Structural Steel Sales Indicate 
Building Boom 

Continuation of the building boom 
this Spring is forecast by the upward 
swing in sales of fabricated structural 
steel in December, reported by the De- 
partment of Commerce through the 
Bureau of the Census. The increase 
of about 20 percent over November 
marked the turning point from a series 
of seasonal declines in fabricated steel 
orders and occurred a month earlier 
than last winter, when December was 
the month of minimum orders. 



















‘ANY GLASS” 






























































and 


“RED SPOT” 
HANGERS 


Your customer can combine 
any glassware with “Red Spot” 
Hangers and thereby make a 
combination that satisfies him. 
You get the hanger order, no 
matter what glass is used, which 
means profit in your pocket. 














We are proud 
of the fact 
that “Red 
Spot” Hang- 
ers are SO ac- 
curately 
made, so per- 
fect in detail 
and finish, 
that the 
Consolidated 
Lamp & Glass 
Co. recom- 
mend them. 
“Red Spot” 
Hangers are 
also adopted 
as standard 
by many of 
the most dis- 
criminating 
distributors 
and installers 
of commercial 
lighting 
equipment. 


Your trade appreciates the 
“Red Spot” Hangers because 
they are quick and easy to wire, 
the units go into place smoothly, 
and they hang in perfect 
balance. No trying or 
fitting, no delays, no. 
damage, no lost or miss- 
ing parts, no “grief.” 


Jobbers who  recom- RED SPOT And 
mend and sell “Red a 
Spot” Hangers find 
them a fast-moving, botherless, profitable 
item for which there is a constantly growing 
demand. Complete data on this popular, 
profitable line is yours for the asking. 


WAKEFIELD 


The Name Guarantees the Quality 


The F. W. Wakefield Brass Company, Elberta St., Vermilion, Ohio 
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MANUFACTURERS 











Joun H. Trumpu tt, president of 
the Trumbull Electric Mfg. Co., 
Plainville, Conn., has been made 
president pro tem. of the Connecticut 
State Senate for 1928. 


Tue Hapuwett Evectric Co., 
113 Fourth avenue, New York City, 
has announced the appointment of 
Samuel Cohen as chief engineer and 
P. A. Wilkinson as sales manager of 
its radio division. Both Mr. Cohen 
and Mr. Wilkinson were formerly as- 
sociated with John Firth & Co. as 
chief engineer and vice-president, re- 
spectively. 


Hart & HeGemaNn MANvuFACTUR- 
inc Co., Hartford, Conn., has ap- 
pointed Earl R. Sayre as its terri- 
torial representative with headquar- 
ters in St. Louis. He will cover the 
states of Missouri, Kansas and Ne- 
braska. Charles A. Westman, who has 
represented the company in the above 
territory for the past two years, has 
been transferred to the Chicago of- 
fice, and will cover the states of Wis- 
consin and Minnesota. 


CuarLes FresuMan_ Co., 
manufacturer of radio products has 
moved from 290 Hudson street to 
larger quarters at 97 Beekman street, 
New York. 


THE 


Tue Garvin Exectric Manvurac- 
tuRING Co., St. Louis, fractional- 
horsepower motors and radio appara- 
tus has moved to its new factory at 
3320 South Broadway, where it will 
occupy the entire building. The 
change in location will afford more 
than double the former space occu- 


pied. 


Tue Sevare D Co., Detroit, has 
devised a new package for merchan- 
dising its procelain cleats which has 
met with popular favor. The pack- 
age is made of corrugated paper with 
100 cleats inclosed, making it easy to 
and readily display on a 


handle 





counter. For further convenience in 
handling, twenty cartons of 100 are 
packed in a wooden case, making a 
standard package. 


Steet Armorep conductors 
first introduced to the trade by the 
Sprague Electric Works under the 
trade mark “BX” more than 25 years 
ago. In a short time this trade mark 
had become universally known and by 
the time the first competitive make of 
armored conductor appeared on the 
market ““BX”’ had become synonymous 
with armored conductor or cable. The 
title “BX” was loosely applied to any 
make of armored conductor and the 
misuse of the Sprague trade mark 
gradually became general. In an en- 
deavor to correct this condition, the 
Sprague Electric Works is carrying 
on a campaign of education. One 
measure adopted is the use of an 
orange and blue tag which will be at- 
tached to every coil and will dis- 
tinguish “BX” from other makes of 








No—this is not Will Hays, but F. I. 


Wilson, who also is a native of the 
Hoosier state. Mr. Wilson has recently 
joined the sales organization of The F. 
W. Wakefield Brass Co., Vermilion, O., 
and from now on will spread the doc- 
trine of “Red Spots with Any Glass” 
among his jobber friends. For the past 
three years Wilson has been with the 
appliance department of the Erner 
Electric Co., well known Cleveland job- 
bers. 


were- 











armored conductor. In addition the 
armor itself will be imprinted every 
six inches with the letters ‘BX.’ 
“BX” is the registered trade mark of 
Sprague Electric Works and cannot 
be legally applied to armored conduc- 
tors of any other make. 


Joun F. Watsu, formerly with the 
Western Electric Co., New York 
City, has recently, joined the organ- 
ization of the Lindsay Light Co., 91 
Chambers street, New York City, 
and will develop merchandising plans 
for the latter company’s line of elec- 
tric lighting fixtures. 


Tue Arrow Execrric Co., Hart- 
ford, Conn., has announced that Ed- 
ward P. Doherty has joined its sales 
organization. He will have his head- 
quarters at Atlanta, and will cover 
South Carolina, Georgia, Florida and 
border towns of North Carolina. For 
the past four years Mr. Doherty has 
sold wiring devices in all of the At- 
lantic coast states. 


Evectric Appuiances, INc., Mun- 
cie, Ind., an outgrowth of a purchase 
recently made of the Sterolectric Co., 
through a receiver, has been incorpo- 
rated with a capital stock of $50,000, 
to manufacture electrical heating and 
cooking devices. 


Tue Evecrricat Drauers’ Supply 
Co., 162 West Randolph street, Chi- 
cago, will erect a three-story factory, 
to contain 45,000 sq. ft. of floor space, 
in Diversey boulevard, near Oakley 
avenue. This building, it is estimated, 
will cost $15,000. 


Tue Exvecrricat Uminaries Co., 
332 Missouri avenue, Jeffersonville, 
Ind., recently organized with a capi- 
tal stock of $25,000, has announced 
that it will manufacture and sell elec- 
trical devices and appliances. Offi- 
cials of the company are Charles F. 
Schnatterer, C. J. Fackler, M. D. 
Phillips, George Reiss, R. L. MeGin- 
nis and E. A. Drake. 















February, 1923 


THE JOBBER’S(A|SALESMAN 





93 





Denzar Installations Visited 

To show the diversied character of 
installations of Denzars, an article in 
the current issue of Beardslee Talks, 
published by the Beardslee Chandelier 
Mfg. Co., Chicago, describes a hur- 
ried automobile trip made in Chicago 
with a Beardslee dealer, accompanied 
by the company photographer. Here 
is the story: 

“Leaving the Beardslee plant which, 
of course, is Denzar lighted we jolted 
across the river in a flivver to the 
Barnes-Crosby Co. on Madison street 
and took a peek into the offices of this 
large engraving and art house which 
has been lighted by Denzars for sev- 
eral years. 

“Back in the flivver we turned 
south through Chicago’s wholesale 
clothing district and stopped at the 
Grand Central Station to see Denzar 
lighting the main waiting room. The 
south end of the clothing district 
merges into the printing district and 
consequently it took us a few minutes 
to reach the W. P. Dunn Co. on South 
La Salle street where Denzars with 
blue Mazdas are used in the press- 
room and office of this printing con- 
cern. 

“Just two short blocks and we were 
looking through the windows of the 
Noiseless Typewriter Co. on another 
Denzar installation. Around the cor- 


ner and two blocks east on Van Buren 
street we saw Denzar helping to make 
easy the sale of saxophones and other 
band instruments in the store of the 
Conn Chicago Co. 

“In less time than it takes to tell 
we were speeding down Michigan ave- 
nue, past a Denzar installation in the 
advertising office of Charles L. Ben- 
jamin and then into the heart of auto- 
mobile row. ‘There are a number of 
Denzar installations in stores along 
the row but we passed them by and 
drew up at 18th street. Here in two 
large buildings are located the Chi- 
cago headquarters of the H. W. 
Johns-Manville Co., and the Beckley 
Ralston Co., retailers and wholesalers 
of automobile supplies. The sales 
room and offices of the former have 
119 Denzars and the offices of the lat- 
ter 27 Denzars. 
of ground and we had to hurry to 
62nd street and Cottage Grove avenue 
to see 51 Denzars lighting stores, 
bowling alleys and billiard room in 
the Woodlawn Recreation building. 


“Our chauffeur - photographer 
turned west and north through the 
great southwest side and stopped at 
one of the Sinclair Refining Co. offices 
to view Denzars on duty. Another 20 
minute ride to North Austin and we 
were in front of the Yellow Cab Mfg. 
Co., makers of the world famous Yel- 














“No matter whether you are among calm and peaceful surroundings, or ‘on the 


rocks,’ Bryant comes to the front.” 


The foregoing inscription on the photo above 


came from Sandy, otherwise known as H. E. Sanderson, Pacific Coast manager for 


Bryant Electric Co. 
luck unless the boss sees this. 
mark? 


anything to do with electricity <lthough it might give you a jolt. 
ture was taken during a hunting trip in the wilds of Washington. 


It reads as if Sandy was working for a raise but he is out of 
Wonder what’s in the box with the Bryant trade- 
It has a padlock on it and its dollars to doughnuts that what’s in it hasn’t 


Oh, yes—the pic- 


Chicago covers a lot | 























“AMERICAN 
BRAND" 


Weatherproof and 
Bare Copper Wire 
and Cables 


Tell Your Trade 


That “AMERICAN 
BRAWN D” Weatherproof 
wire will pass the most rigid 
physical test ever written, and 
last longer on the line than any 
other wire made. 


That is why it is cheaper in 


_ the long run. 


Have them send for sample 
which will prove these asser- 


tions. 


American Insulated 
Wire & Cable Co. 


CHICAGO 
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BD or: 


el Tools 


Dependable Climbers 
for Good Work 


SED extensively by 

master linemen, elec- 

tricians, railroads and 
the leading public utilities. 
You, too, can pin your faith 
to them! Investigate their 
sales possibilities! 


Zo 









S&H CO. 


3 MR oly Devil" 


“Red Devil’ Climbers No. 253 have 
solid loops and a straight medium point 
spur made from high-grade forged steel. 
The leg iron is upset to strengthen it 
at the point of intersection where the 
spur is welded and riveted on. This 
climber is made in sizes 15 to 18 inches 
by % inch. Length of spurs, 2% 
inches outside, 17% inches inside. 


Send for Trade Prices 
Electrician’s Tool Booklet Free 


SMITH & HEMENWAY CO., Inc. 
Manufacturers of “Red Devil” Tools 
266 Broadway New York, N. Y 


Sell him “Red Devils’’ 
Keep his confidence. 























low cab. About 100 Denzars are used 
to light all departments of this com- 
pany’s three story office building. On 
our circuitous trip back to the loop 
we saw 113 Denzars lighting the of- 
fices of the Wilson-Jones Loose Leaf 
Ledger Co., 48 Junior Denzars doing 
the same duty for the M. B. Austin 
Co., still more of them in the Rudolph 
Wurlitzer Co. offices besides passing 
Denzars in a bakery, drug store, groc- 
ery and church. Back up State street 
we drew up to the Chicago Theatre 
where almost on the_threshold of this 
beautiful play house Denzars light 
the Virginia Golden Brown Waffle 
Shop. We walked over to Washing- 
ton street where Denzars furnished 
excellent illumination on three floors 
of the Browning King & Co., Chicago 
store, and then we went back to Wa- 
bash avenue and into the wholesale 
florist store of Poehlmann Brothers 
to see more Denzars. As we were 
leaving our dealer visitor said, ‘Boys, 


| I’ve seen enough; hereafter I am go- 


ing to Notice the Lighting Equipment 
Wherever I Go and Say It with Den- 
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Durine the early part of January 
the Apex Electrical Distributing Co., 
Cleveland, conducted a sales conven- 
tion of its southwestern organization, 
there being present almost one thou- 
sand men. These men earned their 
way to Kansas City by selling more 
than a quarter million dollars worth 


of Apex-Rotarex products during th: 
month of December. The company 
has set for itself the task of doubling 
its 1922 business, and to accomplis) 
this, has adopted the following slogan 
which it is going to keep before every 
individual in its organization this 
year: “Count that day lost which 
has not produced increased man 
power.” 


Rogers Exvecrric Co., manufac 
turers of the Perfecurl and other 
electrical specialties, has changed 
its name to Electrahot Appliances, 
Inc. The headquarters of the com- 
pany remain at 301 Fifth avenue, 
South Minneapolis, Minn. The com- 
pany has just placed on the ‘market 
a new electric percolator. 


Tue Avutomatic Exectricat De- 
vices Co., 145 West Third street, 
Cincinnati, Ohio, manufacturer of the 
“Homcharger” has recently issued a 
revised instruction book which will 
prove quite valuable to any radio fan 
whether he is using the “Hom- 
charger” or not. This booklet, be- 
sides containing directions for op- 
erating the “Homcharger,” contains 
a section devoted entirely to storage 
battery maintenance. The informa- 
tion contained in this chapter will en- 
able the radio fan to obtain the best 
service from this battery at minimum 
expense. A_ novel feature of the 
instruction book is a complete list of 
broadcasting stations. 











A three-day sales conference was held recently by the Black & Decker Mfg. Co., 
at its factory, Towson Heights, Baltimore, Md. The above group shows the com- 
plete personnel of salesmen and branch managers, with the exception of M. A. 
Johnson, Pacific Coast manager. G. W. Brogan reports that during the three days 
that this conference was on, orders aggregating $60,000 were received at the home 
office by telephone, telegraph and mail. 





February, 1923 THE JOBBER’S(A|SALESMAN 





T-RZ 
“WIN TER TROUBLE 


“Trouble time” is coming: Storms, 
] d rill be here! 
sleet, ice, and snow will soon ere! 


Get ready now for the four hard months- 
ahead. Look over the kits of the 
‘“‘trouble-shooters”—-make sure your 
line-gangs are well supplied with Klein’s 
“Chicago” Grips, ‘‘Haven’s” Grips, 
‘“‘Come-Along’s” and lineman’s tackle. , | 


Make a list now of the extra Klein 
Climbers, Safety Belts and Straps neces- 
sary for the hard winter months. 


Get your order in today for the Klein 
tools you'll need to make: your summer 
tool stock—‘“‘winter size!” 


Above is reproduced the eleventh of 
Kiein’s 1922 cam aign to the elec 


trical trade. Kiein’s products‘are 
worth bragging about! 


Mathias & Sons 
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New Electrical Products, Illustrated 











The Westinghouse Electric & Mfg. Co., East Pittsburgh, 
Pa., has placed on the market a double-gap section insula- 
tor with two air gaps as insulating mediums and a hand- 
operated switch mounted on top of the wooden beams. The 
device is for use in mines having an operating voltage of 
600 volts or less. The arcing tips, castings and approaches 
are made of bronze and are renewable. The switch con- 
tacts on top of the end casting are also renewable. The two 
beams, one on each side of the arcing tips, leave a clear 
space above, and no trouble is caused from the arc char- 
ring the beam. This arrangement also has the advantage 
of giving a blowout effect on the are when operating the 
switch under load. 








The L. J. Wing Manufacturing Co., 352 West 18th street, 
New York City, has placed on the market its “W-S Vent 
Set,” used for ventilating residence kitchens, offices, labora- 
tories, etc. This set comprises a 10-in. “Wing-Scruplex” 
(screw propeller) fan with a frame adjustable to the stand- 
ard width to fit any window from 29.5 in. to 42 in. wide. 
It can be quickly installed and is provided with prismatic 
glass which eliminates darkening of the room. It is furnished 
with an 8-ft. extension cord and attachment plug. The list 
price for the complete set is $52.50. 








The Emerson Electric Mfg, Co., 2012 Washington avenue, 
St. Louis, has recently developed a new direct current ceiling 
fan with a 8-speed series-wound motor and snap switch. 
A dark mahogany lacquer is applied over the motor, hanger 
and trimmings and the seasoned wood blades are hand 
rubbed and- mahogany finished. The fan operates on 110 
volts and consumes approximately 105 watts at the fast 
speed of 280 r. p. m. and 185 and 140 r. p. m. at medium 
and slow speeds. 








“Triplex Table-Tap” is the name given to a new electrical 
device brought out by Harvey Hubbell, Inc., Bridgeport, 
Conn. It consists of a block of composition with three 
beveled Te-slot outlets arranged in multiple and a bladed 
connection for the motor plug. The block is 7.5 in. long, 
2 in. wide, and 1 in. high, and can be fastened to the bottom 
of a table top or a wall surface, It is furnished with 8 
ft. silk-covered cord, a motor plug and separable attach- 
ment plug. 








A new line of push-button switches 
has been developed by the Hart & 
Hegemen Mfg. Co,, Hartford, Conn. 
What the company states is an im- 
provement over standard switch con- 
struction, is the solid close-fitting 








The Beaver Machine & Tool Co. 
50 Church street, New York City, has 
developed a shallow flush receptacle 
It is made 















molded insulation dust cap, which is 
heavy enough to prevent mechanical 
injury to the switch mechanism during 
building operations. Base plate is of 
heavy brass well insulated from all live 
parts by composition and liberal air 
gaps, and the composition base is of 
one-piece construction. 





To eliminate the shadows thrown 
on the walls and ceilings by the chains 
and cords of indirect and semi-indi- 
rect fixtures, the Macbeth-Evans Glass 
Co., Pittsburgh, is marketing a shadow 
shield made of Macbeth-Monax glass. 
The shields can be used for standard 
lamps of 100 to 1000 watts, 





with a total depth of 1 in. 
of one solid piece of cold-molded com- 
position and the shots are counter- 
sunk to facilitate locating. On account 
of the shallowness of the receptacle, 
it is stated that the device can be 
easily wired up in outlet boxes. It is 
made in both single or double styles. 
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New Electrical Products, Illustrated 
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A handy, dependable drill for bench 
work, designed and built to supply the 
demand for a speedy, convenient, sensi- 
tive machine especially adaptable for 
jewelers, has just been placed on the 
market by the Wisconsin Electric Co., 
Racine, Wis. Ease of control and op- 
eration are features which fit it for 
any delicate drilling -operation. It is 
equipped with a “Dumore” universal 
motor which runs equally well on al- 
ternating and direct current. The No. 
Q Jacobs chuck used has been specially 
ground and perfectly balanced to elim- 
inate vibration and secure greater ac- 
curacy. The chuck capacity is from 0 
to .0125 in. The motor can be easily 
detached and used as a portable hand 
drill. The device is equipped with a 
six-speed rheostat, an is mounted on a 
5 by 8-in. base. 











The Faries Mfg. Co., Decatur, IIl., 
has introduced a new Verdelite por- 
table desk or table lamp of solid brass, 
furnished with a pen rack, and ink 
well and wired with 6 ft. of silk cord 
and a_ pull-chain socket. It is 
equipped with an adjustable and de- 
tachable green glass shade with a white 
opal surface inside. The height to the 
center of the shade is 16 in. and the 
base measures 7 in, by 6.625 in. Lamps 
of 25 to 75-watt capacity can be used 
with the unit. The lamp is furnished 
for stock in satin brass and statuary 
— with a plain or heavily weighted 

ase. 








For use in automobile display 
rooms or in places requiring lighting 
in addition to the standard overhead 
lighting system, is the “Flood-O-Lite, 


Jr.,” manufactured by the Reflector & 


Illuminating Co., 565 West Washing- 
ton street, Chicago. An important 
feature of this unit is the silvered- 
glass reflector, guaranteed against dis- 
coloration and checking, It is designed 
for a 200-watt type C lamp and is 
provided with a 10-ft. attachment cord 
and plug. Color-light attachments can 
be obtained in red, green, amber and 
blue color screens, 








The National X-Ray Reflector Co., 
285 West Jackson Boulevard, Chicago, 
has developed a new show window 
flood-light. It is designed for a 200- 
watt Mazda “C” lamp and is furnished 
with a swivel supporting base, socket, 
holder, reflector, color frame and four 
pieces of colored gelatine. All metal 
parts are made green to match the re- 
flector. 








The Mueller Electric Co., 1598 31st 
street, Cleveland, has placed on the 
market a battery clip, one of the fea- 
tures of the long teeth being to pro- 
vide long life to the clip as the teeth 
wear away. The shape of the jaw is 
designed so that the clip will stand up 
on a round or tapered battery ter- 
minal. A copper shunt is provided so 
the current will not flow through and 
destroy the temper of the spring. 








Another addition to the line of ap- 
pliances manufactured by the Edison 
Electric Appliance Co., 5600 West 
Taylor street, Chicago, is the new mod- 
el “Hotpoint” flatiron. One of the fea- 
tures is the gentle slope of the toe 
which facilitates ironing. A hinged 
cord plug is furnished with a_ ball 
joint which gives flexibility and pro- 
tection to the cord. An everlasting 
steel cord bushing replaces the molded 
cord bushing. By using an extra 
strong plug receptacle gives greater 
protection to the plug and reduces the 
possibility of damage should the iron 
accidentally be dropped. The floating 
contacts protect the heating unit 
against burnouts. 








To meet the demand for a low 
priced time switch for poultry houses, 
the Hartford Time Switch Co., has de- 
veloped the “Cackle” switch illustrated 
above. The clock is a standard 1-day 
movement with a regular 12-hr. dial. 
It is encased in a heavy drawn steel 
dust-proof housing, and requires daily 
winding. The switch proper has over- 
size electrical contacts and is of the 
quick make-and-break type of 10 amp. 
capacity, single pole. A. Hall Berry, 
71 Murray street, New York City, is 
the exclusive distributor. 








The H & O Chain Co., 88 Washing- 
ton street, South Norwalk, Conn., has 
introduced a woven chain of brushed 
brass for pull sockets, which has a 
breaking strength, it is stated, of 18 
Ibs. One of its features is the ease of 
handling, as it is impossible to kink it 
either when handled in bulk or in op- 
eration. It can be supplied in reels 
of 1000 ft. or cut to a size conforming 
with the customer’s needs. 
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Differing considerably from previous 
models is the “Sepco” automatic elec- 
tric water heater brought out by the 
Automatic Electric Heater Co., War- 
ren, Pa. The heating units are insert- 
ed from the top of the heater casting, 
which in no way affects their function, 
because the unit is made of double 
cylindrical walls with two port holes 
at the base which allows the water to 
be drawn in by forced circulation. 
The heating elements are made up in 
1000-watt units, each with its individ- 
ual control switch, The heater is made 
of heavy semi-steel galvanized cast- 
ing, and can be furnished in any de- 
sired size. 








A new electric percolator has been 
placed on the market by the Electra- 
hot Appliances, Inc., Minneapolis, 
Minn. This company was formerly 
the Rogers Electric Co. The perco- 
lator is 9-cup capacity and _ is 
equipped with an enclosed heating ele- 
ment with removable safety fuse. The 
percolator is of pure aluminum. 








The Magnus Electric Co., Inc. 451 
Greenwich street, New York City, has 
placed on the market single and du- 
plex flush receptacles for parallel or 
tandem-blade caps. They are provided 
with terminal screws for attaching the 
live wires and are secured to the switch 
box by means of two mounting plugs. 
The face of the receptacle is made of 
composition. The single and duplex 
receptacles are made for the same 
sized switch box. 








The Okonite Co., Passaic, N. J., has 
placed on the market a flexible, un- 
braided, portable cord. Double-tinned 
conductors are stranded, insulated 
with “Okonite” braided with dry white 
and black cotton and enclosed in a 
jacket of Para rubber compound. The 
cord has been designed, it is stated, 
for use in rough, wet or oily places. 











The Benjamin Electric Manufac- 


turing Co., 847 West Jackson boule- 
vard, Chicago, has placed on the mar- 


ket its “No. 77” two-way plug, made 


of molded bakelite, the shell being 


made of one piece. The friction swivei 


on the plug end permits the side out- 


let to be turned to any convenient 
direction for an extension cord. The 


lamp outlet is straight down, there be- 
ing a bead for shadeholder of the 


regular brass-shell size. 








A new development in electric range 
construction is the built-in models re- 
cently developed by the Standard 
Electric Stove Co., ‘Toledo, Ohio. 
These ranges are mounted in a wall 
box provided with suitable flanges 
which fit closely to the inside or out- 
side wall of the room. The wall box 
has a vent flue in the top which may 
be connected with wall pipe between 
the studding with a chimney flue, or 
in the case of an outside wall no flue 
connection is required other than the 
ventilating cap. Model A-5 shown 
herewith consists of one 19-in. stand- 
ard oven and three 1200-watt open -or 
enclosed type hot plates with three- 
heat switches. In addition to the ven- 
tilating feature one of the principal ad- 
vantages of the built-in type range is 
its saving in space. 











A new individual switch for con- 
trolling lighting fixtures has been de- 
veloped by the Peerless Light Co., 668 
West Washington blvd., Chicago. 
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for operating WD-11 Tubes 


A Special Dry Battery that lasts nearly 3 times longer 


The introduction of the Red Seal Radio 
Sparker a month ago proved a sensation, 
both in the trade and to the public. 


The Radio Sparker is a special battery 
designed for operating the WD-11 dry 
battery tube. It is composed of special 
cells intended for radio work. Radio 
Sparkers will give longer service and 
better satisfaction operating WD-11 vac- 
uum tubes than a single dry cell. For 
instance, a two cell Radio Sparker oper- 
ating one WD-11 tube will last not 
twice as long, but nearly three times as 
long as a single cell. 

The Red Seal Radio Sparker is a light 
weight, complete unit. The internal 
connections between cells are soldered, 
thus increasing their efficiency. 


The Radio Sparker is distinguished by a 


new label of striking design and brilliant 
color. The reverse side of this label con- 
tains simple diagrams and instructions 
showing the proper method of connecting 
Radio Sparkers to receiving sets. 

The radio season is at its height, the de- 
mand for Red Seal Sparkers is worth tak- 
ing advantage of now. They are selling 
fast, and because of the necessity of re- 
newals. Red Seals make quick turnover 
merchandise. Sell your dealers on the 
Red Seal Sparker without delay. 


The New Red Seal Sparker— 
steel clad 


The most perfect assembly of dry cells 
ever offered to the trade for ignition pur- 
poses. The heavy open-hearth steel con- 
tainer insures resistance to rough han- 


dling. 


Important Change 


Red Seal Dry Cells packed in the new cases of 50 are now sold at the same unit price as when 
packed in cases of 125. The new case of 50 insures fresh batteries always in stock, quicker 
turnover and greater convenience in handling and storage. 


ANHATTAN 


ELECTRICAL SUPPLY CO, INC. 


Makers of the famous Red Seal Dry Batteries, 


New York Chicago 





Radio Sparkers and Manhattan Radio Products 


St. Louis San Francisco 
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White Frosting Solution 


Produces a smooth white frosted 
surface on any clear electric lamp 
by dipping the lamp in the solution 
and washing in water. Five or more 
lamps can be frosted in five min- 
utes, at a cost of a fraction of a 
cent each. Etch-O-Lite is clean, 
rapid and economical. Safe to use 
—no harmful or acid effect on hands 
or clothing. 























Guaranteed 
Permanent - Heat Proof 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company. 
































Hydro - Proof 
Tape 


a new standard 
among insulating 
tapes—of asphalt 
composition — black 
and sticky—is indis- 
pensable for outside 
insulation — to re- 
place rubber and 
friction tapes which 
vulcanize or dry out 
—retains adhesive- 
ness— weather-proof 
—age-proof—water- 
proof. Sold to dis- 
tributors only—with 
their own trade name 
on wrappers if de- 
sired. 


Elkhart Rubber Works 
Elkhart - - Indiana 

















THe Rossins & Myers Co., Spring- 
field, Ohio, manufacturer of electric 
motors, generators and fans, held an 
important sales convention in Spring- 
field during the week of Dec. 11, when 
matters pertaining to its sales policies 
were discussed. 


On Monday, Dec. 11, a general 
meeting was held in the offices of the 
company, where introductory talks 
were given by F. S. Hunting, presi- 


dent ; W. J. Myers, vice-president, and 


H. E. Freeman, treasurer. In the 
afternoon a trip through the factory 
was made. 


During the following days of the 
week addresses were given by the fol- 
lowing members and officials of the 
H. R. Stuart, chief engi- 
neer; H. I. Smeltzer, in control of 
production; T. Groner, production 
manager; W, A. Lubbers, chief in- 
spector; D. F. Alexander, chemist; 
W. L. Wood, coast department man- 
ager; C. H. Clark, advertising man- 
ager; W. W. Mumma, sales manager; 


company: 


F. W. Webber, assistant sales man- 








Henry H. Russell, for the past three 
years southern district manager of the 
Edison Electric Appliance Co., is now as- 
sociated with Mitchell Vance Co., Inc, 
lighting fixture manufacturer, New York 
City. Mr. Russell will act in the capa- 
city of special executive sales representa- 
tive. His immediate work will be the 
extension and establishment of trade dis- 
tribution for Mitchell Vance products all 
over the United States. He is peculiarly 
well equipped for this work, having been 
a member of the traveling merchandise 
conference which the General Electric 
Co. conducted two years ago. Mr. Rus- 
sell is well known for his development of 
unusual selling stunts. Some years ago, 
while in California, he signed contracts 
in a captive balloon, 8,500 feet over the 
city of Los Angeles. The illustration 
shows him hopping off in an aeroplane. 
The lady in the picture, of course, is 
Mrs. Russell. 











Something 
To Talk About 




















The Leader 


EACHES the __ job \ 

ready to install. Elim- 
inates running dies over 
pipe ends and reversing 
couplings. Patented 
Thread Protectors keep 
threads sharp, true and 
clean. 

Something to talk 
about; it backs up your 
4} =§=©arguments on the job. Its 
| __— efficiency and time saving 
=“ features get sales. 

A Quicker Job 
A Quicker Sale 


\ 










Makes 
Sales 

Efforts 
Count 


ENAMELED 
METALS CO! 









BE A BOOSTER 





Tell Your Friends 
About 


THE JOBBER’S SALESMAN 











Every Business 


of consequence ee as SATION papper card 
WIGGINS 


Peerless Patent Book Form Cards 


are used by many of America’s 
largest.card users—superiority 

of engraving and the 
convenience of the book 










Engravers Die Embessers 
10,6 Ween £2 = CHICAGO 
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Etch Your Own Lamps 





With a Rubber Stamp at 
Minimum Cost 


A Standard Lamp Etching Outfit, in- 


cluding rubber stamp wit 


your own 


name and a half-pint can of Reed’s Glass 


Etching Ink, will 
10,000 to 12,000 lamps. 


permanently identify 


A convenient and 


economical method of obviating theft losses 


of Electric Lamps. 


Safe to use—no acid effect on hands or 


clothing. 


SOLD BY 


Electrical Jobbers and Dealers 
Distributors of Factory Output 


UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Canada: Northern Electric Company 
Made By the Makers of Etch-O-Lite 




















Our goods 
marketed 
through the 
Jobber. 









BRUNT 
siatity PORCELAIN 


Manufactured under license from the 
Porcelain Appliance Corp. 


Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 





Patented 
Feb. 3, 
1920 




















ager for motors; F. W. Burmeister, 
assistant sales manager for fans; E. 
Wilson, auditor; F. G. Ziegler, credit 
manager; F. H. Andrews, purchasing 
agent, and C. F. Hellwig, traffic man- 
ager. 


Wattace P. Hurtey, who for the 
past twelve years has been a member 
of the sales organization of the West- 
inghouse Electric & Manufacturing 
Co., died at New Hope, Pa., on No- 
vember 28 of sleeping sickness. He 
was buried at New Hope, on Decem- 
ber 2. Mr. Hurley was a graduate 
of Purdue University of the class of 
1906. In 1910 he left a position of 
instructor in the electrical engineer- 
ing course at the Carnegie Institute 
of Technology and started to work for 
the Westinghouse Electric & Manu- 
facturing Co. as a correspondent in 
the Illuminating Section of the Sup- 
ply Department. While employed in 
this section, Mr. Hurley handled the 
installation of street lighting equip- 
ment in hundreds of cities over the 
country, and he was the company’s 
authority on this subject. In July, 
1918, he was made manager of the 











James L. Mahon, who for seven years 
has held the position of advertising man- 
ager of The P, A. Geier Co. of Cleve- 
land, was appointed merchandising man- 
ager of that company on January first. 
Prior to his connection with the Geier 
Company, Mr. Mahon was with the 
Buckeye Lamp Division, a branch of the 
National Lamp Works of General Elec- 
tric Co., and was also for some months 
an Officer of the Carpenter-Kingston Ad- 
vertising Co. of Cleveland. Joining The 
P. A, Geier Company in 1915 Mr. Mahon 
developed not only the advertising but 
the merchandising service on Royal 
cleaners to such a point that a new de- 
partment was deemed essential to ade- 
quately handle the work, and the posi- 
tion of merchandising manager was cre- 
ated for him. 

















It’s Perfect! 


Note the new way of 
assembling the 


BULL DOG 
KNOB 


Made and Sold Under 
License United States 
Patent, Feb. 3, 1920 


The placing of the 
central bushing on the 


cap instead of the base, 


places it in a class by 


itself. 


You will be safe in 
recommending 
knob and all of our 
products to your cus- 
Write us for 
any further informa- 


tomers. 


tion desired. 


Illinois Electric 
Porcelain Co. 


Macomb, IIl. 
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“Central Black” 
“Central White”’ 


Rigid Steel 
CONDUIT 


Large stocks of Conduit, Elbows 
and fittings for quick deliveries. 


“‘Central’’ 
Conduit 


may be bent 
and __ kinked 
like this with- 
out flatten- 
ing, buckling, cracking or flaking. 
The ductility and finish are exclu- 
sively ‘‘Central.’’ “Central Black”’ 
is enameled; ‘‘Central White’ is 
galvanized. 


Central Tube Co. 


PITTSBURGH, PA. 
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Tests 


Show the Facts 


Jobbers and their 
Salesmen can use 
our test reports 
to good advantage. 


Electrical Testing 


Laboratories 


80th St. and East End Ave. 


New York City 


SSSBSBSB SERB SESSEEBES 
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I]luminating Section Supply Depart- 
ment. In August, 1918, Mr. Hurley 
left the Westinghouse Company to 
take a commission in the Searchlight 
Division of the Signal Corps, U. S. 
Army. At the end of the war he re- 
turned to the Westinghouse Company 
and was assigned to the New York 
sales office, where he represented the 
company with a number of the larger 
central stations in New York City. 
This position he held at the time of 
his death. Mr. Hurley was a mem- 
ber of the A. I. E. E. and of the Ilu- 


minating Engineering Society. 


M. J. Powers, manufacturer’s rep- 
resentative, 280 Broadway, New 
York, N. Y., has been appointed rep- 
resentative for the M. B. Austin Co., 
Chicago, Ill., and the Standard Trans- 
former Co., Warren, Ohio, to handle 
sales in New York State as far north 
as Albany. The territory includes the 
Metropolitan district and New Jérsey 
to Trenton. 


THE PRINCIPAL CHARACTERISTICS Of 


‘several great rapid transit systems 


from an electrical engineering view- 
point are presented in bulletin 44018, 
issued by the General Electric Co. 
The facilities for power production, 
transformation, transmission and util- 
ization are outlined briefly for each 
of the systems in the cities of Boston, 
Chicago, New York and Philadelphia. 
The company has taken an important 
part in the manufacture of various 
types of apparatus for use on all of 
these systems. Exhaustive engineer- 
ing studies and tests have been con- 
ducted by trained engineers to insure 
to each railway company the selec- 
tion of exactly the proper equipment 
for the most reliable and_ efficient 
operation. In 1893 the “Intramural 
Railway” was constructed at the 
World’s Fair at Chicago, and equip- 
ment was furnished by the General 
Electric Co. for its operation. In 
1895 the Metropolitan West Side 
Elevated Railway in Chicago was 
equipped on the same general plan 
and later in the year the Lake Street 
Elevated (Chicago) and Brooklyn 
Bridge (New York). In July, 1897, 
a train of six motor cars was suc- 
cessfully operated on the South Side 
Elevated, and the use of steam loco- 
motives abandoned. In subsequent 
traction developments the name of the 














Glass Insulators 


for medium voltage 


Power Lines 


are Best Because they 
serve Better, last 
Longer and cost Less. 


Let us send you more in- 
formation about these In- 
sulators. 


HEMINGRAY 

















The Valentine- 


Clark Co. 


can CCT Pus 


New York Toledo Chicago 
Minneapolis Spokane 


HE secret of wood preser- 

vation is simple: Poison 
your wood so it will not be at- 
tacked by fungi at the ground 
line, by using a HIGH-BOIL- 
ING OIL OF COAL TAR. 
This will forever hold the poison 
and not leach out. Results are 
permanent if properly applied. 


Specify V-C Butt Preservation. This 
guarantees you a perfect Process of 
Pole Butt Preservation. 
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PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 











New York 








POLES 


PLAIN OR TREATED 


NATIONAL POLE CO. 


Escanaba, Mich. 


220 Broadway, 2844 Summit St., 


Toledo, O. 
Rialto Bldg., 


San Francisco, Calif. 































Tell | 
a 7: /. 


re 


NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service 
BUTT TREATING 
ANY SPECIFICATION 


Let Us Show You How 
To CashIn On BELL Poles 


SJ SEND FOR BOOKLET CONTAINING 
J VALUABLE. 
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General Electric Co. has been equally 
prominent in connection with the Cur- 


tis turbine, generating and substation | 


apparatus of all kinds, the commutat- 


ing pole and ventilated motor, the | 


Type K controller, high-voltage di- 
rect-current equipment, and more re- 
cently the automatic substation. 


Tue B. & L. Mera Srampine Co., 
155 Jamaica avenue, Brooklyn, has 
isssued a new catalog showing its line 
of “Belmet” stamped products, which 
consist of hickies, candle stems, 
bracket hooks, candle cups, cluster 
cups and other lighting fixture equip- 
ment. 


Tue O. C. Wuire Co., Worcester, | 


Mass., has issued a new catalog show- 
ing its lines of ceiling, wall and bench 
adjustable lighting fixtures for direct 
attachment to conduit wiring systems, 


and also its line of automotive and | 


shop adjustable portable fixtures. 
The catalog shows the company’s line 


of “package goods,” which is made up | 


of selected types of desk and floor 
portable lamps. 


Tue Rapio Propucts Corp., which | 


was formerly located in the New Tele- 
graph building, Detroit, has moved to 
8926 Clarendon avenue. 








Introducing G. I. Nicholson, who recent- 
ly organized the Nicholson Sales Co. in 
Louisville, for handling manufacturers’ 
lines through jobbers. He has been jn 
the electrical supply business since 1902, 
when he started with the Harry I. Wood 
Co. in Louisville. Later he was sales man- 
ager for the W. T. McCullough Electric 
Co., Pittsburgh, and then purchasing agent 
for the Monarch Electric Co., Kansas City, 
now the Funsten Electric Co. Returning 
to the Harry I. Wood Co., he was with 
this company until the early part of this 
year, when he went into business for him- 
self. ‘ 
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Dongan Electri¢ Manufacturing Co, 
2 U 


BELL RINGING & RADIO TRANSFORMERS 


Vet 


1¢ 


Mich 
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Wrigley Toggle Bolts 


i DEC.3,1901 






“Wrigley 


Made of heavier 


gauge steel. 


Can be put through 
smaller holes than 
the ordinary toggle 


bolt. 


First toggle bolt 


made. 


THE THOMAS WRIGLEY CoO. 
504:Sherman St., Chicago, Ill. 


For Quality” 











YOUR TRADE iS ASKING FOR 


THE H. H. EBY MFG. CO., PHILA. PA 


EB 


SUUTPASET dtc 


Ensign “‘H”’ 





BINDING 
POSTS 





Ace 


Lay in a stock of these live sellers. 
Sold through jobbers at attractive discounts. 
Write for bulletin 10. 

















YAGER’S 


Soldering Flux 


Standard for 
nearly halfa 
century. Keeps 
diy and granular 
in new stylecon- 
tainer. Non-cor- 
rosive. See that 
your dealer has 
sufficient stock. 


ALEX. R. 
BENSON 
CO.., Inc. 
HUDSON, N. Y. 
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S. E. D. Helps You Sell 






It is easier to “‘sel] them something more,” as they (the 
public) become more fully informed as to the advantages 






of making more complete use of electric service. 











The entire program of activities of The Society for Elec- 
trical Development is directed towards reducing sales resis- 






tance by broadcasting to the public, correct information 






about things electrical—thus creating desire. 











Closer bonds of co-operation have been forged between the ; 
c Society, Electrical Leagues and other organizations. With 

the addition of your support to a market building activity, 

, “1923” promises to be a banner year. 


For particulars as to how you can do your share, write to 


es en & 


Staff Headquarters, 
The Society for Electrical Development, Inc. 
522 Fifth Avenue. New York, N. Y. 














THe 
SOCIETY 
ron 
ELECTRICAL 
DEVELOPMENT 






“DO IT ELECTRICALLY” 
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steed Another Eveready 


the 50 


t. Range | : 
Triumph! 


—the new Focusing Searchlight 
with the 500-ft. range : 


When we produced the now famous Eveready Spot- 7 
light with its 300-ft. range, it was a sensation. It was| 
almost unbelievable that a flashlight of such penetrating | 
brilliance could be created. It was the first focusing 


flashlight. 


Yet, here is now a still greater marvel —this new| 
Eveready Focusing Searchlight with the 500-ft. range, 
which we are now marketing. It is the longest range 
and the most powerful flashlight made. Both the 
fiber and the nickel cases, complete with batteries, sell 
for the same price—$4.50 retail. 


This is the most stupendous achievement in flashlight 
history—one more reason why your dealers should 
concentrate on the Eveready Line—one more means 
of greatly increasing your earnings. 


NATIONAL CARBON COMPANY, Inc. 
Long Island City, N. Y. 


Atlanta Chicago Cleveland Kansas City San Franciscolfl 
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It takes but a small in- 


vestment to carry a 


rahe nae FLASHLIGHTS 
 & BATTERIES 

















\ 


saa TRENT el eae Te eee Cys b aathy Sper ee cay wig eS Sa eT ee Seg eegen x 
See cy Soa ti dae aes Ri ee ge 3 oS aes FE SE Oe = uihs i ear SRLS Lae Se ay SIS a 
@ is < a 2 2 es Sees F ‘ Cee cas By bah ote ‘ BS ie . 
ae ; 3 
Rit Set «Sage e < ' 


VEKTFAT 


Pie ye ae Cer Rant Se ee ee REE a eal Sim? FM Sager 


aa S$ TSa- 2, 


‘HE thorough satisfaction every user gets from his R & M Fan is a good- 


will asset for the dealer which insures a healthy, growing fan business. And 

the dealer's margin on R & M Fans is clean profit, free from costly 

returns and service expenses. That is why jobbers and dealers who try 
the R & M line one season, renew their contracts so consistently year after 
year. 


In addition to that reliability which insures customer satisfaction, the R & M 
Fan has the advantage of an unusual co-operative advertising plan. Dominant 
advertising in National publications, and a complete line of high class dealer 
helps, pave the way for large volume sales for dealers and the jobbers who serve 
them. 


Advertising portfolio No. 1208 gives complete information on these merchan- 
dising helps. A copy will be sent on request. 


THE ROBBINS & MYERS COMPANY 
SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


Robbins ,_& Myers 


Motors oi weg and Fans 





